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3 Areas Report 
Gains In Spring 
Appliance Sales 


Refrigerator Sales In 


Minnesota Up 14.9%; 
Virginia Gain 30% 


MINNEAPOLIS — Retailers of 
major household electrical appliances 
of Minnesota sold approximately 
13.7% more units in the first four 
months of 1940 than they did over 
the same period of 1939, according 
to data just compiled here. 

In actual sales, the approximate 
total for the 1940 four-month period 
was 29,088 units, including ranges, 
hot water heaters, refrigerators, 
washers, and vacuum cleaners, as 
against 25,579 for the 1939 period. 
The sales for the first four months 
of 1938 were calculated at 19,491, 
providing an increase over two years 
of 49%. 

These figures, prepared from re- 
ports of the Northern States Power 
Co. sales and sales of its dealers, 
representing nearly 60% of the 
465,780 meters in the state, are 
broken down as follows for the 
various appliances: 

Refrigerators: 15,062 in 1940, as 
against 13,118 in 1939, and 4,928 in 
1938; representing an increase of 
14.9% over last year, and of 205% 
over two years ago. 

Ranges: 2,781 in 1940, as against 


(Concluded on Page 24, Column 4) 


Four-Month Sales Up 
30% In Virginia 


ALEXANDRIA, Va.—Paced by 
refrigerator sales of 3,363 units, an 
increase of 30% over the same 
period of 1939, major appliance sales 
by dealers in the territory of Virginia 
Public Service Co. totaled 5,664 units 
during the first four months of this 
year, as compared with 3,922 in the 
same months of 1939. 

Among the “big three’ appliances, 
only water heaters were below com- 
parable 1939 figures for the first 
four months of the year, sales total- 
ing 133 units, as compared with 143 
last year. Electric range sales for 
the period were 638 units, against 
307 in 1939. 

April sales, sparked by a 1,681- 
unit total in refrigeration, amounted 
to 2,636 units, against 1,613 in the 
month last year, of which 1,064 were 
refrigerators. Range sales of 410 
units were almost four times the 
total of 113 reported in April of 1939. 

Following is a tabulation of four 
months’ sales for 1940 and 1939. 


1940 1939 
Refrigerators .......... 3,363 2,287 
EN nied nccaueeeckik 638 307 
Water Heaters ........ 133 143 
Miscellaneous .......... 1,530 1,185 
ee 5,664 3,922 


TVA Dealers Sell 3,850 
Refrigerators In Month 


CHATTANOOGA, Tenn.—A total 
of $1,173,999 worth of domestic 
electrical appliances were purchased 
during the month of March by resi- 
dents of the area supplied with power 
by the Tennessee Valley Authority, 
according to reports submitted by 
appliance dealers in this area to 
TVA’s division of electrical develop- 
ment. 5 3 

During the month dealers reported 
unit sales of 3,850 refrigerators, 
1,229 ranges, 446 water heaters, 
1,418 washers, 73 ironers, and 17,024 
miscellaneous appliances. 

The $820,857 volume reported by 
dealers for February had included 
unit totals of 1,886 refrigerators, 809 
ranges, 243 water heaters, 1,267 
washers, 87 ironers, and 18,275 mis- 
cellaneous appliances. 


ACMA President 


E. LAUER 


* * 


STEWART 
* 


7 Firms Participate 
In ACMA Meeting 


HOT SPRINGS, Va.—Stewart E. 
Lauer, president of York Ice Ma- 
chinery Corp., was elected president 
of Air Conditioning Manufacturers 
Association at the organization’s 
annual meeting here May 11. Seven 
major companies in the air condi- 
tioning industry are members of the 
association. 

Stuart M. Crocker, manager of 
the air conditioning department of 
General Electric Co., was named 
vice president of the association, and 
P. A. McKittrick, general manager 
of Parks-Cramer Co., was named 
treasurer. 

P. Y. Danley, manager of the air 
conditioning department of Westing- 
house Electric & Mfg. Co., was 
named chairman of the board of 
directors, with E. T. Murphy, vice 
president of Carrier Corp., as vice 
chairman. Other directors, besides 
Mr. Lauer, Mr. Crocker, and Mr. 
McKittrick, are: 

J. M. Fernald, general manager 
of Baker Ice Machine Co.; F. D. 
Kirk, general sales manager of 
Vilter Mfg. Co.; and H. R. Sewell, 
vice president of the cooling and air 
conditioning division of B. F. Sturte- 
vant Co. 


Chicago Cooling Sales 
Set New April Record 


CHICAGO — All April records for 
sales of central-plant air conditioning 
systems in Chicago were broken last 
month, according to figures reported 
to Commonwealth Edison Co. 

Contracts were awarded for 59 air 
conditioning installations, totaling 
1,175 hp., as against 42, aggregating 
678 hp., reported for April, 1939. 
Previous high April mark was set 
in 1937, when 52 systems, with a 
combined rating of 1,031 hp., were 
sold. 

Chicago dealers also sold 41 elec- 
tric room coolers in April, compared 
with 50 in the month last year. 

Restaurants led all other classifi- 
cations, 21 installations being made 
in eating establishments. General 
offices and clothing stores were next. 


New Philco Radios To 
Make Bow June 10-13 


CHICAGO—Philco’s new radio and 
radio-phonograph line will be shown 
to distributors and key dealers at the 
Edgewater Beach hotel June 10-13. 
Approximately 700 are expected to 
attend the four-day session at which 
Larry E. Gubb, president of Philco, 
will preside. 


Ten speakers are scheduled on the 


program, which will stress the “all — 


year around” theme, and display and 
discuss refrigerator and air condi- 
tioning lines as well as the new 
radios and radio-phonographs. 


How To Sell More 


Replacement Parts 


Special editorial feature of this 
issue is a number of articles— 
chiefly expressions of ideas and 
opinions from all branches of the 
industry—on selling replacement 
parts for mechanical refrigeration 
systems. 

The replacement market is one 
that must have a natural growth, 
by the sheer fact that equipment 
wears and deteriorates with age. 
However, it is a market that 
needs selling because of the 
tendency of users to want to 
repair rather than to replace. 

The articles on pages 6, 7, 16, 
17, 20, 21, and 22 explain how 
the problem of promoting the sale 
of replacement parts can best be 
attacked by those who have an 
interest in this part of the refrig- 
eration and air conditioning 
industry. 


Rema Members To 
Decide Year’s Plans 
At Annual Meeting 


CHICAGO—Pow-wows with com- 
mittees representing both service 
men and jobbers, a drawing for 
priority in the selection of exhibit 
spaces for the 1941 All-Industry 
Exhibition, and an election of new 
directors will highlight the business 
sessions of the 1940 annual meeting 
of the Refrigeration Equipment 
Manufacturers Association scheduled 
to be held May 23 and 24 at the 
Edgewater Beach hotel here. 


A selected group of speakers will 
deliver talks on _ such _ pertinent 
topics as the acquisition of goodwill, 
credit education for salesmen, stand- 
ards, and the jobber’s place in the 
distribution picture. 

On the lighter side will be two 
membership luncheons, and a formal 
“ladies invited” banquet. 

A meeting of the association’s 
board of directors will start things 
off at 8:30 on the morning of May 23. 
At 10 a.m. there will be a joint 
meeting of the manufacturers’ and 
jobbers’ relations committees, and at 
12:30 p.m. a membership luncheon. 

Speaker at this luncheon will be 


(Concluded on Page 24, Column 3) 


Jobber Directors Meet 
To Plan Convention 


CHICAGO—Arrangements for the 
next annual convention of the Na- 
tional Refrigeration Supply Jobbers 
Association will be one of _ the 
principal matters up for discussion 
when the board of directors of this 
association holds its scheduled 
meeting at the Morrison hotel here 


May 21. Other business matters 
also will be disposed of at this 
session. 


We've Been Waiting 
15 Years For This 


TOPEKA, Kan.—In these days of 
6-foot specials, $1-down deliveries, 
and five-years-to-pay terms, Kansas 
dealers have been glad to learn that 
electric refrigeration has a future. 
Reports a recent issue of the Topeka 
Daily Capital: 

“ELECTRIC REFRIGERATORS 

HERE TO STAY,” HE SAYS 


“‘Electric refrigeration is here to 


stay ...,’ a Kansas Power & Light 

Co. spokesman stated yesterday. 
“This is particularly true in 

Topeka,” he _ continued, “because 


Topeka and the surrounding terri- 
tories have exceptionally low prices 
established for electric service. .. .” 


Store Admits Public 
Has Trouble Buying 
Its $69 ‘Special’ 


CHICAGO—Proof that these $69, 
$55, and $44 “special” household 
refrigerators being advertised by 
some appliance dealers are figura- 
tively “nailed to the floor” is offered 
by a “correction and announcement” 
recently made public by Logan 
Appliance Co., which operates four 
stores here, via an advertisement in 
a local newspaper. 

Text of this advertisement follows: 

“Again, upon request of the Chi- 
cago Better Business Bureau, this 
company takes this means of ad- 
mitting that recent advertised offers 
of refrigerators at $44 and $69.50 
have been disparaged by salespeople 
and their purchase thereby dis- 
couraged. 

“To prevent repetition of such 
practices announcement is hereby 
made that certain basic changes 
have been effected regarding sales- 
men’s compensation, which changes 
should eliminate future disparage- 
ment of advertised merchandise. 

“Special individuals have also 
been designated to handle problems 
arising with the public, and definite 
policies to govern future advertising 
established. 

“This company again pledges to 
conduct its business in the future in 
such manner as to merit public 
confidence.” 

The prior advertisements referred 
to featured brand new 1940 6-cu. ft. 
private brand refrigerators as being 
available for such prices as $69.95 
and $55 at any of the Logan firm’s 
stores. 

To point up the price angle of the 
advertised merchandise even more, 
the advertisements contained such 
phrases as “original price $139.50” 
and “easily worth $114.95.” Terms 
of no money down and easy payment 
at the rate of 10 cents a day via 
the meter plan were prominently 
displayed. 


Manufacturers Act 
With Dept. Stores 
On Trade-Ins 


NEW YORK CITY—Some sort of 
answer to the increasingly important 
problem of trade-ins and related 
merchandising headaches will be 
sought by a committee of appliance 
manufacturers and retailers to be 
named by the National Retail Dry 
Goods Association. 

A date for the meeting will be 
set upon return of Lew Hahn, 
N.R.D.G.A. director, to the associa- 
tion’s headquarters here. 

The decision to form such a com- 
mittee was reached at a _ recent 
meeting of a representative group of 
refrigerator manufacturers and de- 
partment store buyers and merchan- 
disers in the N.R.D.G.A. offices here. 

This meeting was an outgrowth of 
a move started in January during 
N.R.D.G.A.’s appliance merchandis- 
ing session when several speakers 
insisted that some action on trade-ins 
should be taken. Phillip DuBoff, 
chairman of the session, immediately 
started to work on the matter, and 
his activities culminated in last 
week’s meeting. 

Present at this trade-in confer- 
ence were: A. M. Sweeney, General 
Electric Co.; T. J. Newcomb, West- 
inghouse; K. L. Saunders, Kelvin- 
ator; P. M. Bratten and D. A. Pack- 
ard, Frigidaire; Harold C. Bladel, 
Frederick Loeser & Co.; Max Sass, 
Hearn Dept. Store; Phil DuBoff and 
C. E. Greenlee, Bloomingdale Bros. 

Louis Barnet, S. J. Brick, and 
Stanley B. Reinherz, Abraham & 
Straus; F. R. Brachhold and A. I. 
Denburg, Kresge Dept. Store; G. T. 
Wasser, The Namm Store; S. L. 
Stein, B. Gertz, Inc., Jamaica; and 
Lew Hahn, T. L. Blanke, and Wm. 
West of N.R-D.G.A. 
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Westinghouse 
Mansfield Plant 
To Be Enlarged 


Refrigerator Production 


To Be Boosted a Third 
In $500,000 ‘Expansion 


MANSFIELD, Ohio—Plans for a 
half-million dollar expansion pro- 
gram at the Mansfield plant of 
Westinghouse Electric & Mfg. Co. is 
announced by L. E. Osborne, man- 
ager of manufacturing and engineer- 
ing of the Westinghouse merchan- 
dising division. 

Work will start within a month 
on the expansion program, which 
will increase the Mansfield plant’s 
capacity in production of household 
refrigerators by one third, Mr. Os- 
borne said. Cost of the program, 
including buildings and equipment, 
will be somewhat in excess of 
$500,000. 

Principal project is to be construc- 
tion of a new metal stamping build- 
ing, 70 feet by 360 feet, and three 
stories high. This will be located 
beside the present vitreous enamel- 
ing plant of the Mansfield works, 
and will fabricate metal parts for 


(Concluded on Page 24, Column 2) 


Westinghouse N. Y. 
“6’ Back To $114.75 


NEW YORK CITY—Retail price 
of the lowest-priced 6-cu. ft. model 
in the Westinghouse refrigerator line 
was again at the $114.75 mark last 
week. 

However, the comparable model 
in the General Electric refrigerator 
line was still at $119.75. 

“Low-priced 6-cu. ft. Westinghouse 
refrigerator carries current retail 
price of $114.75,” reports E. B. 
Ingraham of Times Appliance Co., 
Westinghouse distributor in the 
metropolitan area. 

“No change in G-E refrigerator 
prices in New York. Still $119.75,” 
was the message received from the 
G-E headquarters. 

In the week before last the dis- 
tributors for the General Electric 
and Westinghouse line had raised the 
price of the low-priced “6” to $119.75. 
It was emphasized that this was 
purely a local move made by the 
distributors rather than the manu- 
facturers, and that it did not extend 
to the rest of the country. 


Crosley ‘41 Radio Line 
To Be Shown May 24-25 


CINCINNATI — Dramatic presen- 
tation of the 1941 Crosley radio line, 
staged by the cast which has made 
such a hit with Crosley’s traveling 
“road show,” will feature the annual 
Crosley convention for its radio dis- 
tributors, to be held Friday and 
Saturday, May 24 and 25. 

The product presentation will be 
held on Friday, and the annual dis- 
tributors banquet will be held Friday 
night at the Gibson. 

Ray Cosgrove, new vice president 
of Crosley Corp. and general man- 
ager of the manufacturing division, 
has been directing plans for the 
convention with Powel Crosley, and 


(Concluded on Page 24, Column 5) 


April Refrigerator Tax 
Shows Slight Increase 


WASHINGTON, D. C.—Excise tax 
collections on mechani@&l refriger- 
ators totaled $874,213.16 during 
April, as compared with $848,640.07 
in the same month of 1939, the 
Bureau of Internal Revenue reports. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 22, 1940 


New S-W Ranges Have 
“Exclusive’ Features 


CHICAGO—Four major innova- 
tions are claimed for the five 
“Scotch Maid” electric ranges com- 
prising the 1941 Stewart-Warner 
line which was introduced to the 
company’s distributors at sectional 
conventions in 10 key cities. 

The four’ so-called “exclusive” 
features of these “top’’ models are: 

(1) Surface units and controls 
with a flexible dial which controls 
the current, not the coil. This is 
said to provide uniform distribution 
of heat over the cooking surface 
and to reduce current consumption. 

(2) A double-action oven control 
which provides for automatic, rather 
than manual, preheating for either 
regular or “special” baking speeds. 

(3) Extra-large oven. 

(4) Five-way timer which auto- 
matically controls cooking time in 
oven, on surface unit, convenience 
outlet, well cooker, or surface unit 
and cooker in combination. 

Cabinet of these ranges is of 
all-steel welded construction. Ex- 
terior finish is white porcelain; 
interior is finished in blue porcelain; 
cooking top is of special acid-resist- 
ing porcelain. Trim is a combination 
of white plastic and chromium. 

Ranges also boast signal indica- 
tors which show not only that a 
heating unit is on, but also the rela-. 
tive amount of heat being used; 
automatic interior oven light; and 
self-cleansing oven vent which auto- 
matically dispenses with excessive 
moisture and prevents collection of 
grease or food distillates. 


Dayton Restyles Two 
Apartment Models 


BUFFALO —Two new restyled 
Dayton apartment house electric 
refrigerator models have been an- 
nounced by Heinz & Munschauer. 


Both Console 3-foot model and 
Special 4-foot model are made in 
standard dimensions to fit into a 
kitchen cabinet section and main- 
tain a level counter top. The Con- 
sole model is completely self-con- 
tained, with compressor unit built 
into lower section, and is installed 
by plugging into an electrical outlet. 
Special 4-foot model is designed to 
fit under the sink and to connect to 
a remote compressor unit, or to be 
part of a multiple system. 

Door handle and hinges are avail- 
able on either side. Units are de- 
signed to fit harmoniously into a 
line-up of kitchen cabinets or under 
the sink. 

In addition to use in various types 
of kitchens, the models are sug- 
gested for game room installations. 


N. Hampshire Utility Adds 
To Appliance Sales Space 


ROCHESTER, N. H.—Twin State 
Gas & Electric Co. has leased new 
quarters at 21-23 S. Main St. here 
and will open its electrical appliance 
salesroom and offices about June 1, 
it was announced by O. L. Evans, 
manager of the company’s Dover 
division. The company now employs 
about 30 people in its Rochester 
headquarters and maintenance crew. 


Wisconsin Co. Extends 
‘75% Discount Plan’ 


MILWAUKEE — Wisconsin Public 
Service Corp. has extended its “75% 
discount plan” to include ranges, 
water heaters, refrigerators, and 
water systems. The plan originally 
applied only to LE.S. lamps. 

Electrical appliance dealers in the 
various cities in which the utility 
operates are tieing-in with the plan, 
which provides that appliances may 
be purchased from any dealer or at 
the Public Service store. 

Payment for the appliance is 
made at regular prices, and if time 
payments are desired, on regular 
terms. Seventy-five per cent of the 
added use of electric service each 
month for two years is then credited 
to the purchaser’s appliance account. 

The company advertises that the 
purchaser may earn up to $60 per 
appliance in “75% discount” credits, 
or the full price of the appliance, 
if it is less than that amount. 


Westinghouse Low Bidder 
On 438-Unit Contract 


HARRISBURG, Pa. — Westing- 
house, with a bid of $27,344.20, was 
apparently low bidder on a contract 
for 438 electric refrigerators for use 
in a project by the Harrisburg 
Housing Authority. Bids covered 
362 refrigerators of 4-cu. ft. capacity 
and 76 of 6-cu. ft. size. 

Stewart-Warner submitted a bid 
of $27,635.64 on the project, and 
Graybar Electric Co. one _ of 
$31,518.12. 
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© High starting torque 
® Lowest starting current 
® Less light flicker 


@ In any refrigeration installation, misfit 
motors will often cause trouble for you and 
your customers. That's why it’s so important 
to be sure that the motor accurately fits the 
job in question. 

Century Repulsion Start Induction Motors 
are specially designed and engineered to 
meet the load requirements of the modern 
tefrigeration compressor. 


Century Type RS Motors provide the advan- 


tages of high starting torque and low start- 
ing current, plus the abil- 


© Dependability 
® Low maintenance 


ily loaded lines — all factors that assure 
improved performance from any refrigera- 
tion installation. 


Century Motors for driving any mechanical 
refrigeration unit are widely accepted by the 
industry. Whether you manufacture, specify 
or install any type of refrigeration or air 

conditioning equipment, 


ily to operate dependably 
under automatic starting 
control. 


Low starting current 
means least light flicker 
and voltage drop on heav- 


DEALERS: Write for interest- 
ing, informative free bulletins 
on the Installation — Care — 
Adjustment of Century Motors. 
Ask for Bulletin A-6. 


find out more about the 
advantages of Century 
Motors. Your nearest Cen- 
tury Motor Specialist is 
there to serve you. Get in 


touch with him today. 


CENTURY ELECTRIC COMPANY 


MOTORS 


1806 Pine Street 
Offices and Stock Points in Principal Cities 


St. Louis, Mo. 


i One of the Largest Exclusive Motor Manufacturers in the World 
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V. EB. (“Sam”) Vining, 


Sam’s Selling Slants 


supervisor of depart. 
ment store sales for 
Westinghouse, is the 
industry’s most color. 
ful salesman. This is 
the first of a series of 
Sam’s famous “Selling 
Slants” messages to 
salesmen. An _ earlier 
series was published in 
the News in 1937, and 
later appeared in book 
form. Snapshot by the 
editor. 


LITTLE THINGS 
Did you ever notice sales rarely result from weighty discussion 


of basic principles—especially if you are selling a competitive item? 


Basic principles, 


by competition. 
the prospect. 


or the big arguments, 
usually points of controversy and have been hammered to death 
If not, they are, many times, too vague to impress 


if you will, are 


Sales are made from little things. 

I know a man who sold a high-priced automobile against all 
competition by showing the prospect that the slots in the screw 
heads on the instrument panel all ran the same way. 

All the heavy artillery brought up by a small army of salesmen 
had merely left the prospect confused. He pounced on the screw 
head alignment—here was something he could understand. 

I know a woman who bought a noisy electric refrigerator 
because she could hear it running;—and how would she know it 
was functioning in her kitchen if she couldn’t hear it? 

Some of you tell her, I wouldn’t have the heart. 

“But,” you say, “These people are abnormal.” 


Bunk! We’re all alike. 


And most high-pressure sales talks leave us cold until some 
salesman blunders on to some simple thing we can understand. 


Then we become experts. 
Tell 


your sales story so simply a 12-year-old boy can 


understand it, and you'll get places. 


G-E Kitchen Equipment 
Course Starts June 17 


BRIDGEPORT, Conn. — Seventh 
annual kitchen equipment training 
course sponsored by the home service 
section of General Electric Co. will 
be held at the new G-E Institute here, 
beginning June 17 and _iasting 
through Aug. 30. 

The course will be made available 
to college students and graduates, 
home demonstration agents and 
home economics instructors, and 
home service directors of utilities, 
dealers, and distributors. Each train- 
ing period has been divided into 
five-day sections, the second section 
designed to provide an extra period 
of supervised practice work. Classes 
will be limited to 22 students. 

First section of the course will 
include demonstration and laboratory 
work on home laundry equipment, 
small appliances, refrigerators, and 
ranges. Students will be examined 
after this instruction period. 

The second section for further 
practice on appliances will include 
special work in proper washing and 
ironing of clothes, use and care of 
small appliances, new demonstrations 
of ranges and refrigerators, experi- 
mental cooking, and kitchen planning 
including practice on kitchen layouts. 


Arkansas U. Plans Study 
Of Appliances For Farm 


LITTLE ROCK, Ark.—Plans for 
research by the college of agriculture 
of the University of Arkansas look- 
ing toward the development of 
electrical appliances suitable for 
Arkansas farm homes have been 
announced by Deane G. Carter, head 
of the department of agricultural 
engineering. 

The research will be directed espe- 
cially at the development of farm 
refrigeration equipment, Mr. Carter 
said. There is a pressing need for 
facts concerning use and costs of 
electrical equipment under Arkansas 
farming conditions, he declared. 


Northwest Group To Check 
Appliance Wiring In Homes. 


MINNEAPOLIS—In order to in- 
sure that residential wiring systems 
here will be adequate to meet the 
growing demands of electrical appli- 
ance users, the North Central Asso- 
ciated Electrical Industries, a 
non-profit organization representing 
electrical groups in Minnesota, Iowa, 
and the Dakotas, will issue approval 
certificates on all future installations. 


Westinghouse Sponsors 
3-Day Farm ‘School’ 


MANSFIELD, Ohio—More than 
300 persons identified with farm 
electrification attended a three-day 
school conducted at the Westinghouse r 
plant here. Purpose of the meeting 
was to acquaint those attending with 
latest information on electrifying 
farm homes and properties. 


B. P. Hess, Westinghouse rural 
electrification manager, was in charge 
of the school and also spoke to the 
group. Other speakers included S. 
P. Lyle, U. S. Department of Agri- q 
culture extension service; Mrs. Julia P| 
Kiene, manager of the Westinghouse 3 
home economics department; Dr. H. 
D. Brown, professor of vegetable 
gardening, Ohio State University; 
Sam G. Hibben, Westinghouse lamp 
division; and other members of the 
Westinghouse merchandising and 
electrical products divisions. 


‘Using the User’ Pays Off 
Salesman At 37 To 1 


WASHINGTON, D. C.—“Using the 
user” in appliance selling is no new 
trick, but 37 sales from one user is 
something else again. That’s the 
follow-through record hung up by 4 
salesman at Edgar Morris Sales Co., 
Westinghouse dealer here. 


Breakdown of the 37 sales reveals 
nine sales from the first user, and 
28 sales grew from these nine. It 
was quite a “family affair,” as four 
persons in the original user’s family 
bought, and four, three, and two 
sales were landed in other families. 


‘One-Price’ Windows Aid 
St. Louis Store’s Sales 


ST. LOUIS—Union Appliance Co., 
G-E dealer here, has stepped up 
refrigerator sales by dividing its 
display windows into three price 
ranges, each displaying a 1940 model. 
Each window shows only its specific 
price range as a quick means of 
demonstrating the price levels the 
store features. 


Addition of fluorescent lighting, 
which is left on until midnight, has 
proved a successful attention-getter. 


Minneapolis Dealer Grows 


MINNEAPOLIS—Minneapolis Sup- 
ply House, electrical appliance dealer, 
has moved into new and large 
quarters at 23 South Sixth St. 
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es WALL WIRE PRODUCIS CO. 


Co., 948 GENERAL DRIVE 
PLYMOUTH, MICH. 


We Say, 


Oo’ COURSE you give the American housewife credit for . 


being pretty intelligent. If you didn’t you would never 
have added those extra features to your make of refrigerator 
... features that mean the difference between making or 
losing a sale. . 


Now ... let’s get down to cases. Take refrigerator shelves, for 
instance. Today you can equip with WWP STAINLESS 
STEEL shelves . . . the last word in beauty, efficiency and dura- 
bility. And you can do it ECONOMICALLY. You know the 
crying need for interior box accessories that can stand up under 
the extra abuse of today’s higher humidity refrigerators. You 
know, too, that STAINLESS STEEL won’t tarnish . . . won't 


deteriorate. And Mrs. Housewife knows that too. In fact she’s 
demanding STAINLESS STEEL today because the home 
utensil industry has educated her on the merits of stainless 
steel. The refrigerator manufacturer who has it helps his 
dealers meet demand . . . increase sales. Frankly, the day is not 
far off when you will find it will cost more NOT to install 
STAINLESS STEEL shelves as standard equipment, than it 
will to install them. The steady advancement of this thriving 
industry is calling for you to get in line with all progressive 
manufacturers, Our engineers will be glad to assist you in 
working out a solution to your problems. Write, wire or phone 
for one to meet with you and quote costs. 


WWP STAINLESS STEEL Shelves also available to the COMMERCIAL 
REFRIGERATION industry and to the RANGE industry. Inquiries invited. 
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Conditioning Orders 
Decline Slightly 
In First Quarter 


WASHINGTON, D. C.—Orders for 
air conditioning systems and acces- 
sory equipment for summer and 
year-around use totaled $3,626,333 
in the first three months of this year, 
as compared with $3,894,045 in the 
same period of 1939, according to 
reports of 51 manufacturers to the 
Department of Commerce. 

During March, orders totaled 
$1,448,065, compared with $1,026,294 
in February and $2,183,830 in March 
of last year. 

In the summer air conditioning 
field, store cooling units between 1 
and 5 hp. had a volume totaling 
$188,084 for March and $347,570 for 
the first quarter of the year. Self- 
contained systems up to 1 hp. had 
orders amounting to $108,520 for 
March and $200,293 for the quarter; 
and those above 5 hp. had totals of 
$70,981 and $191,155, respectively. 

Central station systems for human 
comfort reported orders totaling 
$101,159 for March and $270,756 for 
the year’s first three months; year- 
around central station plants re- 
ported $139,216 for March and 
$200,346 for the quarter. 

Orders for refrigerating units for 
use in air conditioning systems 
totaled $494,303 for March and 
$1,448,057 for the first three months 
of the year. Evaporative condenser 
orders were $61,940 for March. 


Toledo Firm Marketing 
Hermetic Room Cooler 


TOLEDO—Certified Products Co., 
organized here last year by M. C. 
Terry and Paul Komroff, is manu- 
facturing the Wizardaire line of 
window-type air conditioners which 
is being introduced to the field this 
spring. 

These new self-contained units 
were developed by Mr. Terry and 
Mr. Komroff, both of whom have 
had many years experience in refrig- 
eration and air conditioning work. 

Mr. Terry was connected with the 
Westinghouse Electric & Mfg. Co. 
for 13 years, during which time he 
organized their refrigeration engi- 
neering department and was directly 
in charge of the development of the 
Westinghouse refrigerator. 


From 1932 to 1935 Mr. Terry 
was with Kelvinator as manager of 
sales engineering on commercial re- 
frigeration and air conditioning. 
During the following four years he 
was chief engineer and production 
manager for Standard Air Condition- 
ing, Inc., a subsidiary of American 
Radiator Co. 


Mr. Komroff was connected with 
the Bell Telephone Laboratories, 
Inc., from 1927 to 1932, where in 
addition to engineering work con- 
cerning the effects of humidity on 
telephone equipment, he assisted in 
the development of window ventilat- 
ing units which were adopted as a 
standard for telephone office installa- 
tions. Mr. Komroff was employed 
by Standard Air Conditioning, Inc. 
from 1934 to 1939, and during the 


Wizardaire Unit 
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The new '4-ton Wizardaire 
window type conditioner is used 
for cooling or ventilation. 


last year of that period was assistant 
chief engineer. 

Wizardaire conditioners are being 
made in two models, a_ standard 
model retailing at $149.50 and a 
deluxe model selling for $169.50. 
Both prices are less_ installation, 
local permits, etc. 

The manufacturer claims that the 
deluxe model Wizardaire is the 
only window-type unit that in addi- 
tion to providing cooling and 
dehumidification (at a rate claimed 
to be 4,100 B.t.u. per hour), also 
provides large quantities of filtered 
ventilation (0 to 300 c.f.m.) and 
exhaust (250 c.f.m.) without running 
the compressor. This is possible 
because the fans operate from a 
motor separate from that which runs 
the compressor. 

Compressor used with these con- 
ditioners is of the hermetically 
sealed type, so mounted as _ to 
provide a minimum of noise and 
vibration. 

Control of the ventilation and 
cooling systems is through a switch 
mounted on the front of the panel. 
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SOMETHING 
THE BALL! 


When you go in to “shut out” your 
‘competition on a refrigeration sale, 
you have to have “something on 


the ball.” 


Servel refrigerating machines afford 
a variety of selling points that stand 


out in sharp relief against ordinary 


“pitching.” 


Here are some of the scores of 


Servel features 


appeal that offer you an advantage 


on every job: 


with 


real buyer 


Four-cylinder compressors 


Smoother performance 


More eye appeal 


High capacity 


A size and type for every job 
Proven dependability 


Nationwide name acceptance 


rm Be 
Ss Preyer as 


If you need a line that means more 


sales and greater profits, a note on 


your letterhead will bring details. 


Write today to Servel, Inc., Electric 
Refrigeration and Air Conditioning 


Division, Evansville, Indiana. 


Room Cooler Drive Nets 
10 Sales In First Week 


DALLAS, Tex.—With the first 
tastes of summer heat in Dallas 
there came a response in terms of 
requests for information relative to 
portable air conditioning: units which 
resulted in 10 placements of such 
equipment in less than a _ week, 
reports Frank B. LaPrelle of W. A. 
Green Co. ; 

Equipment sold went to establish- 
ments in wide variety—a small hotel 
of 12 rooms, a barber shop, a beauty 
parlor were among them—making 
plain in Mr. LaPrelle’s mind that the 
field for such sales among the oper- 
ators of small business is virtually 
without limit. 

As a first step in the campaign to 
be launched by W. A. Green Co. to 
build sales of coolers and attic venti- 
lation equipment for home use, the 
store has procured from the Dallas 
Power & Light Co. a list of 3,000 
home owners, each of whom is to be 
rated a potential prospect for either 
ventilation or refrigeration cooling. 

“We have obtained this list and 
I have made ready to send out 1,000 
form letters dealing with one type 
of cooler,” said Mr. LaPrelle. ‘We 
are going to augment this drive into 
the homes by use of an expert woman 
telephone sales operator. She is 
thoroughly conversant with the sub- 
ject of home cooling, and she will 
work on the prospects contained 
in the list of owners we have pro- 
cured.” 

Mr. LaPrelle declared that his 
attention had several times been 
called to the possibility of the 
exploitation of the cooler units 
among the increasing number of 
amateur photograph enthusiasts of 
Dallas, and that this angle of the 
utility of the equipment is to be 
pressed whenever possible in citing 
the usefulness of the machines in 
the home. 

The small commercial finisher of 
amateur films, likewise, is held to be 
a likely prospect for sale since the 
heat is so important a factor in his 
summer operations. 


Toronto Store Gets 
Self-Contained System 


TORONTO, Ont., Can.—Complete 
year-around air conditioning was 
recently installed in the new Tip Top 
Tailors store here by Bennett & 
Wright, Ltd., York distributor. A. 
Pasternak supervised the installation. 
A  15-ton Yorkaire conditioner. 
equipped with three 5-hp. compres- 
sors, was used. 

Heat is supplied to the air condi- 
tioning unit from a horizontal boiler- 
burner unit. A 3-hp. fan circulates 
air through a duct system which 
supplies the first and mezzanine 
floors. Directional flow grilles were 
used. 

Flow of hot water to the coil in 
the air conditioning units is con- 
trolled by a motor-operated flow 
valve. During summer months the 
boiler is operated to provide an ade- 
quate supply of domestic hot water 
from an indirect heater built in the 
boiler. 


G-E Boston Branch Now 
Sells Air Conditioning 


BOSTON—A _ heating and _ air 
conditioning department has recently 
been added to the General Electric 
Boston branch. The new department 
replaces Lawton Engineering Corp. 
as Boston distributor for G-E heat- 
ing and air conditioning equipment. 

R. S. Thurston, former G-E Mem- 
phis manager and more recently 
with the G-E Bloomfield factory, is 
manager of the department. 

Harry Sundberg is wholesale man- 
ager. He held the same position 
with the Lawton firm. George 
Sprague is retail sales manager for 
the metropolitan Boston district. 

N. A. Smith, from the Bloomfield 
factory, is auditor. R. C. Robin, 
formerly with Lawton, is now a G-E 
dealer in Boston. 


Good Weather For Skaters 


ANDERSON, Ind.—All-year com- 
fort will be provided for patrons of 
the roller skating rink soon to be 
erected here by George Pierce, 
Anderson business man, _ through 
installation of air conditioning. 


Air Conditioning Aids 
In Manufacturing of 
New Nylon Hosiery 


SEAFORD, Del.—Milady’s supply 
of nylon hosiery—manufactured from 
coal, air, and water—has been made 
possible by the accurate control of 
temperature and humidity through 
air conditioning. Sale of the new 
product, through retail stores 
throughout the country, began this 
month. 

Complicated chemical processes 
employed in the manufacture of both 
the nylon yarn and the nylon hose 
demand absolute accuracy in the 
control of temperature, it is said. 
The instant “freezing” of the tiny 
molten filaments into permanent 
form after striking the cool air is 
the secret of nylon. 

Two Carrier centrifugal refrigera- 
tion machines supply 1,200 tons of 
cooling to the air conditioning sys- 
tem used in the du Pont nylon plant 
here. Similar systems are used in 
the Archer Hosiery Mills in Colum- 
bus, Ga., and the Davenport Hosiery 
Mills, where nylon yarn is fashioned 
into stockings. 

In manufacturing the yarn from 
which the hosiery is made, nylon in 
molten form is forced through a 
spinneret by a pump. As soon as the 
molten filaments strike cool air out- 
side the spinneret, they instantly 
freeze into a permanent form. 

Mill operators, the nylon expert, 
and the air conditioning engineer are 
working in close collaboration to 
find new “short-cuts in production.” 


$6,000 Contract Awarded 
To ‘Home Town’ Dealer 


CELINA, Ohio—Getting the nod 
over five different competitors, one 
from as far away as Des Moines, 
Iowa, R. H. Jacobs, Westinghouse 
air conditioning and appliance dealer 
in Lima, Ohio, has been awarded the 
contract to condition all three floors 
of the building occupied by Celina 
Mutual Casualty Co. and National 
Mutual Insurance Co. here. 

A central system, located in the 
building’s ash room, this job will 
utilize straight well-water cooling 
this year, but it is expected that 
next year a 7% to 10-hp. ‘Freon” 
system will be installed for added 
load and humidity control. 

Mr. Jacobs’ bid called for installa- 
tion of one AV-154 Westinghouse 
blower air conditioning unit with a 
large eight-row cooling coil and a 
three-row steam heating coil. The 
job also included 12 Westinghouse 
spray nozzles for humidifying pur- 
poses, Barber-Coleman automatic 
controls, Economizer dampers, and 
Uni-flo aspirating grilles. Drilling 
of the well and supplying of the 
well pump also were covered in 
the bid. 

Conditions called for in the con- 
tract were indoor dry-bulb tempera- 
ture of 80° F. at outdoor dry-bulb 
temperature of 95° F. The system 
was figured on the basis of 55° F. 
cooling water supplied at the rate 
of 60 g.p.m. 

Total cost of the job was nearly 
$6,000. 


Melton In New Headquarters 


OKLAHOMA CITY, Okla.—Howard 
E. Melton, Inc., Frigidaire air condi- 
tioning distributor, recently moved to 
1017 N. Harvey St. here. The new 
quarters provide an increase in floor 
space of approximately 3,500 sq. ft. 


Model 153 
Water-cooled {jg 
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7. PUBLIC is quick to sense outstanding value. Invariably, 


all other conditions being equal, buyers choose the greatest 
value for the money. 

Low prices alone may intrigue them. But the majority buy 
when low price is combined with exceptional quality. 

That’s why the Frigidaire Dealer has such a tremendous sell- 
ing advantage. For the 1940 Frigidaire Appliances are better 
than ever for less than ever. And that spells “bargain” to hundreds 
of thousands of prospects. 

They know the name Frigidaire stands for quality. They know 


.« 


. |G AGENUINE COLD- 
WALL 6 CU. FT. 


IR 


CWM-6-40 


* All refrigerator prices quoted are Dayton de- 
livered prices, and include installation, Federal 
Taxes and 5-year Protection Plan. Transporta- 
tion, state and local taxes (if any), extra. 


the merit of General Motors products. And when a Frigidaire 
Dealer quotes prices way below any ever thought possible, they 
recognize the value and buy! 

The price tags tell the story. Never before have genuine 
Frigidaires sold for so little money. Every model offers most for 
the money in its price class. 

Yes, recognition of value is giving Frigidaire dealers their 
biggest year in history! 

FRIGIDAIRE DIVISION 
General Motors Sales Corporation, Dayton, Ohio 
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Replacement Parts—A Fast Growing Market 


On these two pages and on pages 16, 17, 20, and 21 are 
suggestions for an approach to an opportunity that is widening 
daily for dealers, service men, and jobbers of refrigeration equip- 


ment and supplies—the sale of replacement parts. 


However, the 


opportunity exists only for those who will actively promote the 
sale of such items, for the user is generally disposed to have the 


old part renewed, rather than to buy a new one. 


The articles 


in this issue give viewpoints on an approach to the market by 
parts jobbers, dealers, and service men. 


Jobber Must Master Stock Problem To Pave 
Way To Replacement Sales - - Holcombe 


PHILADELPHIA — When the re- 
frigeration parts and supply jobber 
solves the stock problem in a 
satisfactory manner, he is well on 
his way to success in doing a profit- 
able business in replacement parts, 
thinks A. H. Holcombe, Jr., of 
Victor Sales & Supply Co., Phila- 
delphia parts supply firm. 

“Based on the assumption that the 
prices are about equal with your 
competition the most important thing 
of all is stock,’ Mr. Holcombe 
declares. “The maintaining of stock 
should receive better attention from 
the management of _ refrigeration 
supply jobbing concerns. 

“For instance, we have found that 
the carrying of compressor parts 
leads to other business since the 
service man would rather make one 
stop than two or three, and if he 
has to get his parts here he is very 
likely to buy the other material as 
well. 

“It is worse than useless to have 
on hand too large a supply of items 
which do not move rapidly. Which 
items to stock is a matter of local 
demand and could not possibly be 
made to fit every section of the 


country. The stock must be big 
enough to take care of your cus- 
tomers—too many jobbers depend on 
the manufacturer to fill small orders 
in a great hurry.” 


After stock comes display, 
the Philadelphia jobber. 


“We have found in almost every 
instance when we put an item on 
display we sold more of it immedi- 
ately. It is desirable to display as 
much as possible to suggest to the 
service man most items that he 
wants or needs. An example of this 
is the sale of Master’ Service 
Manuals. We could not sell these 
if we did not have a series of front 
covers and complete manuals on 
display all of the time. 


“Years ago we put in six long- 
legged stools for use in front of 
the counter. They are practically 
always in use and we have received 
many favorable comments about 
them. In addition we have available 
a supply of ice cold water and are 
thinking about putting in a Coca- 
Cola dispensing unit. These are 
small things, but they help in build- 
ing business.” 


says 


‘Check Chart’ For 
Parts Visual Aid 
In Selling User 


By A. B. Newton, 
Minneapolis-Honeywell Regulator Co. 


One of the real problems in selling 
replacement parts is to convince the 
customer that a cash outlay is neces- 
sary. No matter how thoroughly a 
service man goes over a job, and 
how accurately he analyzes the 
trouble and recommends correcting 
steps, unless the customer appre- 
ciates what the service man has 
done, his efforts may be in vain. 

Fig. 1 shows a tabulation of some 
of the major items which can be 
checked on the average refrigeration 
system, together with four sugges- 
tions as to the manner of correcting 
any difficulty which exists. These 
suggestions are—adjust, repair, re- 
place, modernize. 

In one or two cases an additional 
column headed “O.K.” was added, 
and all items not found defective 
were checked in this column. This 
should indicate even more strongly 
to a customer that these other 
items are being checked, but in 
actual practice, it seems to make 
very little difference. 

Sale of replacement parts comes 
into the picture whenever you have 
checked the “Replace” or ‘Modern- 
ize” columns. The ‘“Modernize”’ 
column carries the significance of 
improving the existing equipment, 
and when you feel that a job will 
be benefited by installation of a 
forced circulation evaporator to re- 
place a gravity type, or by installing 
one of the newer, more flexible type 
controls, this column can be _ used. 
The increased sales you will appreci- 
ate by emphasizing the word ‘Mod- 
ernize’’ may prove surprising. 


A Chart To Convince Users on ‘What's Necessary’ 


Amog Refrigeration Service 
Job Name Rose and Murphy 
Address 1020 2nd Ave. 


ysn{py 
aredey 
souldey 
ezIUIspoyW 


COMPRESSOR OK 
Seal 

Gaskets 

Shut-off valves 

Discharge valves 

Suction valves 

Lubricating oil 

Belts 

Bearings 


MOTOR 
Brushes 
Throw-out switch 
Armature 


CONDENSER 
Dirty 
Refrigerant leak 
Water valve 
Fan motor 
Pump 


EXPANSION VALVE 
Thermostatic 
Automatic 4 
Low side float 
High side float 
Power element 
Valve button 
Valve seat 


REFRIGERANT 
CHARGE 


OK 


OK 


OK 


The chart below guides our 
service man _ in_ thoroughly 
checking your’ Refrigeration 
System. His recommendations 
are indicated. 


> 
& 
§ 


aredoy 
sovidey 
ezIUuIspoyW 


EVAPORATOR 
Dirty 
Frost 
Refrigerant leak 
Fan motor 
Baffles Pes 
Drip pans 
Condensate drain 


CONTROL VALVES’ None 
Two temperature valve 
Suction throttling valve 
Suction solenoid 
Liquid throttling valve | 
Liquid solenoid 
Check valve 


TEMPERATURE 
CONTROLS 
Power element 
Switch 


x 


None 


PRESSURE CONTROLS P 


Bellows 
Switch 
Levelling 

Sequencing relay 


STARTING SWITCH None 
Overloads 
Coil 
Contacts 
Fuses 


Let us say, for example, that a 
customer has complained of too 
much temperature variation in his 
walk-in box and fixtures and that 
you find everything on the job in 
good working order and the controls 
adjusted as well as they can be for 
average conditions. 


Clearly, this is a case of modern- 
ization if the job has an old style 
pressure control without coordinated 
temperature control and with no 
means for the customer to adjust 
the job without upsetting his defrost- 
ing cycle. In the space opposite 
“Pressure Controls,” you would then 
put a checkmark under ‘“Modernize.” 

You then have two ways to go. 


You can install a low side control 
with a “cooling control lever” so 
that the customer can make periodic 
adjustments of the cut-out pressure 
without upsetting the defrosting of 
the coil, or secondly, you can install 
a pressure control with coordinated 
temperature control. 


The space before the columns 
indicating your recommendation can 
be utilized for various notes such as 
the cost of the change you are 
recommending, or perhaps a note 
regarding the importance of such a 
change. Above all, do not neglect 
to take advantage of the psychologi- 
cal effect on your customer obtained 
by the word “modernize.” 


ps sseiadlll 
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With every feature that makes for easy 
installation and trouble-free operation. ' 


* Low overall height » « » requires less 


installation space 


* Natural grip oval handwheel. . . 


valve is easy to operate 


* Inlet and outlet connections on 
Same level » « » simplifies installation | 


* Full capacity openings . . . compiete 


refrigerant flow through valve 


* Beryllium copper diaphragm... 


fracture-proof and leak-proof 


You will profit by writing for complete detail 


THE WEATHERHEAD COMPA! 


CLEVELAND, OHTO 
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ry’ | Servicemen Working on Straight Commission | ‘Flat Rate Reconditioning’ Is Sugar-Coated 
al; - ts Term For Getting a User To Buy New Parts 
21 Develop Knack of Merchandising P 
’ 8 3 eve c nac 0 erc an isin ar LIMA, Ohio— “Selling the cus- sort of seal trouble, or a loose piston 
Sy tomer on a complete overhaul of | pin, or some undesirable noise, and 
. ‘Show Worn Parts To the Customer’ Proves Good Approach his equipment, instead of just mak- armed with this ammunition the 
ing some minor repair, is the best | ‘service man _ swings. into his 
i way we have found of increasing our | ‘reconditioning’ sales talk. 
. Sy dames MeCalwn - income through replacement parts,” “A flat rate is made for this kind 
DAYTON, Ohio—“Sure my men “For nearly ten years I worked | reports R. H. Jacobs, who operates a | of work, the amount varying with 
sell replacement parts,” says L. O. | as a coil maker at Frigidaire. sales and service firm here. the age and condition of the equip- 
Warner, president of Refrigeration “I then joined J. L. Homan, one “Whenever our service depart- | ment. Usually a general clean-up, 
Service Shop, Inc., one of Dayton’s | of the three men running a combina- | ment receives a call, the man who | tune-up, and overhaul job of this 
largest refrigerator servicing opera- | tion parts jobbing and refrigerator | answers it gives the entire com- | nature runs about $15 or $20. 
tions. “Why? Simply because they | servicing organization. mercial refrigeration system a quick “Of course,” Mr. Jacobs concludes, 
make more money by doing so. “When I found that all my time | once-over, and tries to spot any | “if we find the unit is too far gone, 
“You see, none of my service men | wasn’t needed in the shop, I started | other weaknesses, in addition to the | we try to sell the owner some new 
receives a salary. They all operate | canvassing the town for new service | principal trouble, that might be | equipment.” 
on straight commission, both on | customers—and managed to find | remedied by a complete overhaul. C. H. Stager heads service work, 
— peg and on sale of replace- | quite a few of them.” “Almost always there is some | assisted by Clyde Hites. 
ment parts. 
“Our bookkeeper, who also serves 
| as office man and dispatcher, tries 
| to apportion the service calls as 
y equitably as possible. Under this 
| set-up, each man’s income from 
| service work alone is approximately 
the same. But if any of them really 
want some extra money—and show 
me the man who doesn’t—he can 
make it through the sale of replace- 
ment parts to the customers whose 
equipment he services, for we pay 
an even higher commission on such 
ontrol sales than we do on actual service 
r” g0 work. 
stodis “As a result, the men are not 
esure slow to suggest to a customer that 
ng of he improve the operating condition 
nstall of his equipment by replacing a 
inated worn part or by installing some 
additional piece of equipment. 
lumns LET USER SEE AND FEEL IT 
7 oe “For instance, if the service man 
ch as finds a valve that has been rendered 
; = inefficient by deposits of copper : 
note caused by the presence of moisture 
— ¢ in the system, he will show this ) 
egiect valve to the customer before put- 
——- ting on the new valve, and will point 


ation men still i 
make see yg gnc Ten sizes of Peerless Orifice Cartridges permit quick adjustment of Peerless Valves to any refriger- ¢ 
none of the actual sales ens on ating load. Ask your refrigeration parts jobber. 

plete these jobs, they are paid a small | 
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out the fact that a drier installed 
in the system would eliminate this 
difficulty. 

“Usually the customer recognizes 
the fact that we are qualified 
experts in our field, and will accept 
the service man’s recommendation. 

“All service rates are standardized, 
and each man carries a notebook 
containing a complete schedule of 
charges for practically every con- 
ceivable service operation. This 
enables each of the men to quote 
his customers a _ price on any 
particular job without hesitation or 
complicated figuring. 

“We have six service men work- 
ing here,’ Mr. Warner continues, 
“some of whom make as much as 
$2,500 a year through their com- 
bined service and sales commissions. 
Evidence of the men’s satisfaction 
with this scheme of things is offered 
by a glimpse at our personnel turn- 
over record. One of our men has 
been with us for eight years, 
another has been here six years, 
still another five, and so on. 

“In addition to handling service 
work, the company also sells some 
new equipment, carrying the Carrier 
line of commercial refrigeration and 
air conditioning and the Thesco line 
of commercial refrigeration equip- 
ment manufactured by C. Schmidt 
& Co., Cincinnati. 


MONEY FOR ‘LEADS’ 


“This activity offers the service 


commission for any ‘sellable’ leads 
that they turn in. 
“Bulk of the company’s air con- 


ditioning work is handled by William | 
sales | 


R. Funk, 
engineer,” 

Referring back to the company’s 
Service operations, Mr. Warner ex- 
plains: “Everything about our set-up 
'S very efficiently systematized. We 
make complete records of every call 
we receive, noting the nature of 
the complaint, name of the service 


a Carrier-trained 


man answering the call, items of | 
installed, and any 


new equipment 
other pertinent data. 


“We keep a complete record of 


all this material on file, under the 
customer’s name, so that we can 
check back on it at a moment’s 
notice, 
try to send out the service man who 
has handled this job on previous 


calls, for he knows the unit and the | 


customer knows him.” 


This, briefly, is the story of how 
the Refrigeration Service Shop oper- 


On repeat calls, we always | 


TAKE THE J33FERS OUT OF 
THERMAL IMPULSES 


S-M-O-O-T-H is the word for them! No more jerky, jumpy slugs of 
refrigerant to ruin efficient coil operation. Peerless Valves, with their 
tested, balanced and exclusive design, supply demands for more or less 
refrigerant in long, velvety waves. They make your jobs perform better 
—and that means ultimate profit for you! 

So why shop for valves? Here in one complete line is everything you 
‘ need. Thermal Expansion Valves—Constant Pressure Valves—Auto- 
na matic Valves. Sizes and capacities to suit every type of refrigeration or 
air conditioning installation. All backed by the Peerless policy of deliv- 
ering more value per dollar. 


On your next valve order, insist on Peerless Valves—for maximum 
coil efficiency! 


cA 


is¥* 
yee 


You'll find full information on Peerless 
Valves in the big 1940 Peerless Catalog 
—your guide to America’s most com- 
plete line of refrigeration equipment. 


Pee1E24. “BULLETS OF BALANCE” 


By merely inserting a Peerless Orifice Cartridge of the proper size, you can easily change the capacity 
of a Peerless Expansion Valve—establishing a hairline balance between refrigerant flow and the actual 
needs of the coil. The accurate metering provided by an Orifice Cartridge assures complete evapora- 
tion of the refrigerant by the time it reaches the coil outlet—no frost-backs and no “hunting.” 


LOOK FOR THE ORANGE AND BLACK 


DEL VP | 
MAL EXPAN. — 
SION VALVE © 


TAMPER-PROOF METAL CONTAINER 


All Peerless Valves are packed individually 
in sealed-tight metal containers. Look for the 
Peerless name—your guarantee of velvety 


Peeléaa. of AMERICA nc. 


Midwest Factory, General Offices—515 W. 35th Street, Chicago 
NEW YORK FACTORY PACIFIC COAST FACTORY SOUTHWEST FACTORY EXPORT DIVISION 
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Gimbels of New York recently ran the full page newspaper ad 
shown at the right. This straightforward explanation by Gimbels 
of new developments in the electric refrigeration industry attracted 
so much attention that leading retailers throughout the country 
wanted to present the same information to their own customers. 


Here is a partial list of stores that have already run this copy in their local newspapers — 


Polsky’s . Akron Gimbels Milwaukee 
Hess Brothers . ‘ Allentown Cain-Sloan Co. o 8 Nashville 
‘Rhodes-Carroll fusntiwee Co. Birmingham Gimbels ° - » New York City 
Gilchrist’s Boston Schmoller & Mueller . * e« « »« »« Omaha 
Weed & Co. Buffalo Gimbels . » « « «+ Philadelphia 
Peoples Globe Canton Snellenburgs . . » « « « Philadelphia 
Miller Bros. Co. Chattanooga Stern & Co. . » « « « Philadelphia 
Netcher’s Boston Store . Chicago Gimbels « e« « « . Pittsburgh 
Rollman’s - 4 Cincinnati May-Stern’s ° Pittsburgh 
Perkins Brothers Company . Corpus Christi Powers Furniture Co. . Portland, Oregon 
The W. A. Green Co. Dallas Famous-Barr Co. - » + . St. Louis 
Hart Furniture Co. . Dallas The Paris Co. ° Salt Lake City 
Joslin’s . Denver The Emporium — San Francisco 
Hills ‘ Des Moines Union Furniture Co. » « «+ » San Francisco 
The Good Mewmatesion Shop ; Detroit MacDougall’s o © «© « « . Seattle 
Hartley's . : . Fairmont The Palace 7 « « . Spokane 
Emmons-Hawkins sendecve Co. Huntington Edwards . 7 « « . Syracuse 


The Wm. H. Block Co. . 


. Indianapolis 


Rhodes ae ix 


. «© « »« Tacoma 


Penn Furniture Co. Johnstown The Lion’s Store . o «© « « « 6V@ede 
Pecks . Kansas City Lazarus . ° ; Wilkes Barre 
Miller’s ; Knoxville The Annat Co. - « «+ «+ Wooster 
Eastern-Columbia . Los Angeles McKelvey’s . Youngstown 


@ The facts in the advertisement at the right speak for themselves. 


@ They explain why the American public applauds Kelvinator’s 
leadership in offering unmatched refrigerator value at new low prices. 


© They also explain why leading retailers were so quick to recognize 
the soundness—and the profit possibilities —in Kelvinator’s franchise. 


KELVINATOR : 
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Ribbon- Cooled Refreshment 


1K AR COND 


DENVER— Installation of circular 
refrigeration coils which extend all 
the way around each bar station 
has enabled two bartenders to handle 
the business ordinarily demanding 
four persons in the bar of the 
Ship Tavern at the Brown Palace 
Hotel here. 

The installation, designed especially 
for the bar by wine steward 
J. G. Jarvis, makes it possible to 
keep all the ingredients of popular 
mixed drinks at a temperature of 
40° F., reducing by about 50% the 
average time required for making 
any standard mixed drink. With all 
the ingredients, including liquors, 
pre-cooled, little mixing time is 
required, and two bartenders can 
handle service for the 135-persons 
capacity room, with a single man 
working the bar proper. 

Although more expensive than the 
ordinary installation, the special job 
paid for itself in a short time in 
reduced labor costs, speedier service, 
and reduction of spoilage, Mr. Jarvis 
reports. Less ice also means a 
stronger, smoother drink, more 
popular with patrons. 

About half the bar, equipped with 
two of the specially designed sta- 
tions, is devoted to service—the 
mixing of drinks for table patrons. 
Setup is such that the men working 
here never have to leave their 
stations—everything they need is 
right before them. 

Included in each station are 
individual cups for all the bottles 


REFRIGERATION 


AiR CONDITIONING 


Little Mary Louise Fuller enjoys a bottle of pop cooled by York’s 
Flakice machine during a conference of National Restaurant Association 
in Dallas, Tex., as H. W. Gillis, Jr., York southwestern supervisor, 
pours and W. H. Long, director of commercial sales promotion, watches. 


AIR CONDITIONERS 


rue - 


EVERY REQUIREMENT 


RICTIONAL BOND 
pies. Wi 
CONSTRUCTION | 


N O MATTER what your air condi- 
tioning or cooling requirement may 
be, you will find a McQuay unit to 
exactly meet it. McQuay manufac- 
tures a complete line, from a small 
room cooler to central system units 
for auditoriums, theatres, factories, 
commercial buildings, etc. Only Mc- 
Quay gives you the exclusive Fric- 
tional Bond coil construction. Years 
of experience have proved the wisdom 
of standardizing on McQuay equip- 
ment. For complete information and 
catalogs, write McQuay, Inc., 1607 


Broadway Street, Minneapolis, Minn. 


AIR CONDITIONING 
suc, AND REFRIGERATION 


EQUIPMENT 


Special Bar Cooling System For ‘Mixers’ 
Means Faster Service, Smoother Drinks 


required and for fruits, olives, and 
other ingredients. In the center of 
each stainless steel setup are two 
larger square compartments, one for 
shaved ice and one for cubed ice, 
and an ice-water tap. 

The refrigeration coils, operated 
by an individual 2-hp. compressor 
which serves all four setups on the 
bar and also the pre-cooler for 
mixers and wine, cools every indi- 
vidual ingredient compartment. Thus 
the temperature of the liquid in any 
individual bottle which has_ re- 
mained in the cup for as much as 
a few minutes will hover right 
around 40°. 

Besides being better for mixing, 
the whiskey kept at this tempera- 
ture is much more palatable 
than otherwise when being served 
straight, it is said. 

In addition to providing for more 
palatable drinks and reducing the 
time required for making mixed 
drinks, the special refrigeration sys- 
tem has permitted a sizeable saving 
by minimizing ice meltage and 
virtually eliminating spoilage losses 
on fruits, olives, maraschino cherries, 
lemon slices, and other similar 
ingredients. All these items remain 
in perfect condition until used. 

The special refrigeration system 
has accomplished the all-important 
purpose of enabling the tavern to 
make an excellent profit and still 
maintain a standard of high quality 
in the merchandise served, accord- 
ing to Mr. Jarvis. Many bars serve 
cheap whiskies in mixed drinks 
because, considering labor costs and 
small volume, they can’t make a 
satisfactory profit on high-grade 
branded goods. 

That’s not true at the Brown. 
Through high quality, the bar has 
developed a large volume, and 
through efficient refrigeration it has 
provided for handling that volume 
with a minimum labor cost. 


New Locker Units 
Can Be Put Up 
In the Field 


SIOUX CITY, Iowa—A new line 
of Saf-T-Loc refrigerated lockers 
which can be easily and quickly 
assembled by unskilled labor, has 
been announced by Master Refrig- 
erated Locker Systems, Inc. here. 
The new units are shipped knocked 
down. Every. compartment and 
every drawer is a complete individual 
unit, so any combination may be 
selected. 

Each Saf-T-Loc locker is ready 
for assembly on the job. The body 
of each locker is slipped together, 
the back slips on, and the front is 
then snapped into place. Each door 
has a double angle channel brace 
welded top, bottom, and side. 

The new 15 x 24 x 30-inch Saf-T- 
Loc locker has a capacity of 6.25 
cu. ft. When stacked six high the 
bank of lockers is no taller than the 
18 x 18 x 30-inch five high bank. 
This makes it possible to install as 
many compartments as the 5.6-cu. 
ft. locker in the average room. 
Exceptionally large door furnishes 
much greater accessibility. 

The Saf-T-Loc drawer unit meas- 
ures 20 x 24 x 30 inches and is said 
to command higher rentals than can 
be collected from the conventional 
size drawer. The Saf-T-Loc line is 
also available in 17 x 20 x 30 and 
18 x 18 x 18-inch sizes. 


Equipped with fiush doors, the 
new Saf-T-Loc lockers have five 
knuckle hinges, heavier locks, and 
are available in a variety of color 
combinations. 


Eighteen sizes of compartments 
and drawers are available. 


100 Electric Water Coolers 
For Carpet Making Plant 


NEW YORK CITY—An order for 
100 water coolers to be _ installed 
in the plant of Alexander Smith & 
Sons, carpet manufacturers, Yonkers, 
N. Y., recently was landed by Pine 
Hill Crystal Spring Water Co. here. 
The water coolers will be powered 
by Tecumseh compressors. 


Ice Cream Display 
Case Developed 
By Sherman 


ARLE LEIS 


ICE CREAM ON DISPLAY 


The Sherman “Displayor” 
* * * 

NEW YORK CITY—“Displayor,” 
a new ice cream display cabinet 
designed for the display and storage 
of ice cream bricks, forms, and 
specialties, has been announced by 
Charles Q. Sherman Corp. 

The case is equipped with four 
plate-glass window, said to be non- 
fogging and non-sweating. Storage 
capacity is 90 quarts or 180 pints in 
packages. Construction is of electric 
welded steel frame, with 4 inches of 
sheet cork in the side walls and 
5 inches in the bottom. It is equipped 
with low-temperature coils for below- 
zero freezing. 

Display cases are equipped with 
Y%-hp. low-temperature compressor, 
and come ready to be plugged into 
a lighting socket for instant use. 


Meat Men Fight Locker 
Plant In Sapulpa, Okla. 


SAPULPA, Okla.— Local grocers 
and meat merchants are opposing 
the proposed establishment of a cold 


| storage and frozen foods plant here 


by Banfield Frozen Food Co. of 
Tulsa. 


It was reported that around 300 
persons in Sapulpa had agreed to 
rent lockers in which to store meat, 
fruits, vegetables, and game. 

Following a meeting of local mer- 
chants, at which it was decided they 
would actively oppose establishment 
of the plant, a number of persons 
who had signified their intention of 
renting lockers were persuaded to 
cancel their agreements. 


Newspaper reports quoted those 
who have withdrawn as saying ‘‘they 
are convinced that the proposition is 
not a good thing for the consumer.” 


Filtrine 


Water Coolers — Filters 
Cafeteria — Industrial 


Commercial Remote 
Surge Tanks Pipe Coils 


Filtrine Mfg. Co., Brooklyn, N.Y. 


Yf{SRORAT 


ADJUSTABLE 


| CARRYING 
HARNESS 


Efficient, sturdy 
and economical. 
Provides safer 
handling 42 
thorough protec: 
tion of refrigera 
tors. Pad an 
harness are sepa 
rate units an 
both adjustable 
to practically 4 
styles and sizes 
of cabinets. 
Adjustable Pad 
75 each 
Adjustable 
Harness 
$6.25 each 
f.o.b. Chicago. 
Lettering on pad at only $1.00 per order extra 
Write for latest folder and prices on pads for 
refrigerators, washers, ironers, ranges, radios, ete. 


BEARSE MANUFACTURING COMPANY 


INCORPORATED 1921 
3815-3825 Cortland Street, Chicago, Illinois 
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Portland Dept. Store — 
Stages Appliance Show 


PORTLAND, Ore.—Portland home- 
makers were guests at a week-long 
“Home Economics Show” staged 
recently by Meier & Frank depart- 
ment store. More than fifty exhibits 
were placed around the _store’s 
auditorium, highlighting the latest 
in electrical home appliances. 

Lectures were dispensed with 
entirely to allow full attention to 
pe focused on the exhibits. One end 
of the auditorium was curtained 
off, and motion pictures presented 
py Westinghouse, Swift & Co., and 
Wear-ever aluminum were shown 
three times daily. Feature of the 
refrigerator display was the serving 
of ice cream samples from a 
Frigidaire ‘Cold-Wall.” 

Music for the show was provided 
by the radio and phonograph depart- 
ment’s exhibit, which included the 
new models of Zenith, R.C.A., General 
Electric, Philco, Farnsworth, Spar- 
ton, and Howard. 


‘Trial by Fire’ Heats 
Porcelain Model Sales 


EDWARDSVILLE, Ill. — Taking 
advantage of the fact that he had 
the only all-porcelain-finish refrigera- 
tor on display at the “Jubilee Show” 
held here recently to celebrate the 
completion of new rural power lines 
in this area, Leo Fink, owner of 
Fink Electric Supply Co., local 
General Electric dealer, “stole the 
show” by burning gasoline atop the 
Model P-V8 box which he was using 
as a demonstrator. 

Not content with this one phase of 
“trial by ordeal,’ Mr. Fink set about 
to prove more conclusively the dura- 
bility of the porcelain finish by 
dousing it with half a gallon of 
iodine. 

These stunts proved to be not 
only excellent attention-getters, but 
top-notch sales closers as well, for 
before the show was over Mr. Fink 
had sold out his entire refrigerator 
stock, and had closed a number of 
range sales for good measure. 


Service Station Dealer 
Tops N. C. Sales Drive 


RALEIGH, N. C.—For the second 
time is as many campaigns, Welcome 
Service Station, Oxford, N. C., 
walked off with top honors and the 
accompanying $25 grand prize in the 
“Forward Into ’40” sales drive spon- 
sored by Carolina Power & Light Co. 
In addition to the grand prize, this 
dealer received an additional $25 for 
having sold a greater percentage of 
its district’s quota than any other 
dealer in the campaign. 

Other prizewinners in the drive 
were: A. W. Burt, Biscoe, N. C.; 
Electric Appliances, Inc., Dillon, S. 
C.; Live Wire Electric Co., Goldsboro, 
N. C.; Reusing’s, Inc., Asheville, N. C. 


‘Price’ Window Display 
Draws 16 Sales In Day 


FT. WAYNE, Ind.—Baiting an 
eye-catching window display with 
the “price” appeal, Frank’s depart- 
ment store, Westinghouse dealer 
here, chalked up 16 sales the day 
after the window was _ installed. 
Only 20% of the sales were in the 
lowest price class, it is reported, 
Salesmen “selling up” after the 
customer entered the store. 


Cooking School Sessions Keep 
Dealer’s Sales ‘Red Hot’ 


SARATOGA, N. Y.—Four imme- 
diate sales, five more within the 
next four days, three immediate 
Prospects, and a long bank of 
futures” for follow-up—these were 
the results of the cooking school 
held here April 12 by Standard 
Furniture Sales, G-E dealer. 

Three ranges and an ironer were 
Sold at the school, and two more 
ranges, a refrigerator, a washer, and 
& dishwasher were sold within the 
next four days. 

School was conducted by Miss 
Devenpeck, home economist of A. 
Wayne Merriam, Inc., G-E distributor 
in Schenectady. 
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Refrigerators Have ‘Long 
Run’ At Movie Theater 


NASHVILLE, Tenn.—A _ 60-day 
display and advertising program 
carried on in cooperation with a local 
theater has been productive of both 
prospects and sales for McWhorter- 
Weaver Co., Philco refrigerator 
dealer here. Display booth, 6 by 20 
feet, was maintained in the theater 
lobby, with a salesman in attendance. 
Movie trailer run at each perform- 
ance invited theater-goers to inspect 
the display. A check-up indicated 
that approximately 80% of the 
theater’s customers stopped to see 
the four refrigerators shown in the 
lobby booth. 


Trailer ‘Stalks’ Sales 


BAKERSFIELD, Calif. — Bakers- 
field Hardware Co., Westinghouse 
dealer here, has put a new stream- 
lined demonstration trailer on the 


‘Famous Make’ Special 
For $79.50 In Albany 


ALBANY, N. Y.—Six-foot “spe- 
cial” refrigerators,at prices of $79.50 
and $99.50, on terms of no down 
payment and 15 cents a day, were 
advertised here by Fern Furniture 
Co., dealership with stores here and 
in Schenectady. 

The $79.50 unit was advertised as 
a “famous make” on which the name 
was omitted at the manufacturer’s 
request. Featured at the $99.50 
price were a Frigidaire 6-cu. ft. 
model and the _ Kelvinator-made 
“Polar King” unit. 


183 Apts. Get Hotpoint 


ALEXANDRIA, Va. — All-electric 
apartment development recently com- 
pleted here, Auburn Gardens, has 183 
individual apartments, each equipped 
with Hotpoint electric ranges and 


‘Low Prices—Big Sales,’ 
Claims Lincoln Dealer 


LINCOLN, Neb.—Electric refrig- 
erator sales at Rudge & Guenzel Co. 
department store, Kelvinator dealer 
for Lincoln, have increased materially 
this year over the same period of 
1939, according to E. E. Baily, 
managing director. Credit for the 
increase is given to aggressive 
advertising and display stressing 
the record low prices. 


A particularly effective display 
was a window filled with refrigera- 
tors, and a long section of frosted 
refrigerant tubing installed at the 
front of the window to spell out 
the name of the refrigerator. 


“The break in prices of electric 
refrigerators this season has enabled 
us to establish one of the best first 
quarter sales records in our history.” 
said Mr. Baily. ‘We have been 
able to break down the barrier of 


Dallas Store Offers Gift 
Plan on Appliance Sales 


DALLAS, Tex.—In connection with 
the opening of a new basement elec- 
tric refrigerator department, Sanger 
Bros. department store has inaugu- 
rated a “club plan” featuring no 
down payment for 30 days on budget 
plan purchases, plus a choice of gifts 
or “celebration certificates” on vol- 
ume purchases. 

Merchandise gift worth $1.75, with 
a potential value of $6 if applied 
on “club plan” buying, was offered 
on purchases from $25 to $50; one 
worth $3 (or $10 if applied to the 
“club plan”) on purchases between 
$50 and $100; a gift worth $5 ($15 
on “club plan’) on purchases be- 
tween $100 and $150; and one worth 
$7.50 (or $25 on “club plan’) on 
purchases between $150 and $200. 

Typical gifts offered in the various 
classes included a 32-piece breakfast 
set ($1.75); electric iron ($3); waffle 


refrigerators. 


high price unit merchandise.” 


iron ($5); set of dishes ($7.50). 


Here are some things we haven't 


“Freon” refrigerants are safe. Almost 
everyone interested in air condition- 
ing knows it. They meet all the speci- 
fications for safety of life and property 
set by the Underwriters’ laboratories 
and other responsible organizations. 


But safety is far from being the 
only advantage of “‘Freon”’ refriger- 
ants! Consider, for example, the flex- 
ibility of equipment using “Freon” 
refrigerants. It is light weight and 
compact. It requires little headroom. 
Because of the safety of the refriger- 
ant and the quietness of operation, it 
can be placed right in the room_to 
be cooled, or close to the material to 
receive the refrigeration effect. These 
features make possible the most effi- 
cient use of building space, and fre- 
quently reduce the amounts of ducts 
needed. 


The initial cost of equipment is low. 


KINETIC CHEMICALS, INC., 
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Systems using “Freon” refrigerants 
operate at low pressures, permitting 
lighter castings. No automatic purg- 
ing apparatus is needed for decom- 
posed gases, because “Freon”’ refrig- 
erants will withstand repeated evap- 
orations, compressions and condensa- 
tions without disassociation. 


Operating costs are also low. 
“Freon” refrigerants have no corro- 
sive action on any of the metals used 
in refrigerating machinery. This per- 
mits selection of materials which pro- 
vide maximum heat transfer and efh- 
ciency. “Freon” refrigerants are mis- 
cible with mineral lubricating oil, 
assuring positive lubrication and 
avoiding oil logging of condensers, 
receivers and evaporators. 


So many and so obvious are the 
advantages of “Freon” refrigerants 
that they have come to be used al- 


most exclusively for air conditioning, 
and in a majority of new commercial 
refrigeration units. They are as adapt- 
able to small fractional horsepower 
units as to commercial apparatus of 
hundreds of tons capacity. Some of 
the largest refrigerating systems in 
the world use “Freon” refrigerants. 


Be sure to make a_ thorough exami- 
nation of the advantages of “Freon” 
refrigerant before specifying any kind 
of air conditioning or refrigeration. 


> 
FREON 


REG. UV. @. PAT. OFF. 


safe sefecgerautt 


*“*Freon” is Kinetic’s registered trade-mark 
Sor its fluorine refrigerants. 


TENTH & MARKET STREETS, WILMINGTON, DELAWARE 
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Trend Toward 


Fewer Dealers 


WO significant items appeared 
, e different pages in the 
May 8 issue of AIR CONDITIONING 
& REFRIGERATION NEWS— two 
items which, while ostensibly 
unrelated, yet shed interesting 
light on a trend in the merchan- 
dising of electric refrigerators 
which may go far toward solving 
some of the problems of those 
who would sell refrigerators at a 
profit. 


On page 1 it was reported that 
Philco Distributors, Inc., of New 
York City, is now concentrating 
its merchandising’ efforts’ in 
metropolitan New York and New 
Jersey through a smaller and 
more select group of dealers. 


To Keep Franchise Must 
Maintain ‘Proper Retail Stores’ 


In a letter to all Philco dealers 
in that area, T. A. O’Loughlin, 
vice president of the distributing 
organization explained that in the 
future Philco sales would be 
confined to those dealers “who in 
our opinion maintain proper retail 
stores and conduct their business 
in a manner that is for the best 
interests of all members of the 
Phileo dealer organization in 
metropolitan New York and New 
Jersey.” 


The letter pointed out that the 
step was made necessary by the 
growing importance of the refrig- 
erator and air conditioner business 
in the Philco set-up. 


Price-Cutting Follows 
Overappointment of Dealers 


On page 6 of that issue, an 
interview with W. Hauser of the 
May Co., one of Cleveland’s biggest 
department stores, revealed that 
Frigidaire and Kelvinator were 
being “pushed” because both 
manufacturers limited the number 
of their dealers in that area. 


“Those that have too many 
dealers can’t preserve price struc- 
tures,” stated Mr. Hauser, who is 
widely known and respected in 
central states appliance merchan- 
dising circles. “Their little dealers 
sometimes use our appliance floor 
as a demonstration room, and 
then undercut us. So we don’t 


press our customers to buy those 
makes. They can have them if 
they want them. But when they 
come over to the Frigidaire or 
Kelvinator line-up, then we really 
go to town.” 


Frigidaire, Kelvinator 
Make It National Policy 


Although it hasn’t been officially 
announced, it has been known in 
the trade that Frigidaire began 
pruning its dealer organization 
last year. With considerably 
fewer dealers, Frigidaire was still 
able to maintain its industry 
leadership in 1939—and officials 
do not expect the full force of 
the new policy to take effect until 
its distributors have had a couple 
of years to get readjusted. 


Kelvinator made no secret of 
the fact that in 1940 it was going 
to sell through fewer dealers, and 
that its field representatives were 
going after the biggest and best 
accounts. And General Sales 
Manager Frank Pierce attributes 
part of Kelvinator’s big increase 
in sales volume this year to the 
successful operation and adminis- 
tration of this policy. 


Others Allow Distributors 
Full Sway In Appointments 


This is not to say that Frigid- 
aire, Kelvinator, and Philco are 
the only manufacturers who have 
been attempting to clean up the 
mess of overcompetition through 
indiscriminate franchising of small 
dealers. Westinghouse has ad- 
hered to a policy of conservative 
coverage from the start, the 
number of Norge dealers has been 
reduced, and other manufacturers, 
while allowing distributors a free 
hand to appoint whatever dealers 
seemed best to fit the needs of 
their territory, have approved the 
efforts of distributors to restrict 
the merchandising of electric 
refrigerators to those dealers who 
will keep it a clean business. 


Whenever dealers get together 
to discuss their common problems, 
it’s a safe bet that their grievances 
nearly all will fall in the category 
of price-cutting. And most of 
them will agree that the chief 
cause of price-cutting is the fact 
that too many people are selling 
refrigerators. 


Sub-Marginal Dealers Often 
Satisfied With Few Sales 


To large numbers of dealers, 
refrigerators are a mere sideline. 
If they can sell two or three a 
year and pocket $10 or even a 
$5 bill on each sale, their franchise 
is justified in their own eyes. 


But to an appliance dealer, or 
to the head of an _ appliance 
department, refrigerator sales are 
his bread-and-butter, his means 
of livelihood. He must have 
adequate margin to cover his 
investment, his overhead, his 
salary, salaries of salesmen and 
supervisors, plus advertising and 
promotional expense. 


To this type of dealer, the 
existence of the marginal and 
sub-marginal dealers is not only 
an annoyance, but sometimes a 
distinct menace. Individually, 
these extra-small dealers don’t 
take much out of the pot. But 
taken collectively, they cut suffi- 
ciently into the volume of the 
better dealers to make these 
latter sometimes wonder if it 
(the refrigerator business) is all 
worth while. : 


They’ll Do It Every Time . . 


LZ 


WHY, THERE'S NOTHING HARD 
ABOUT YOUR JOB. ANY TEN- 
NEAR: OLD KID COULD DO IT 
BLINDFOLDED. SIMPLE AS 
ABC. WHY, I USED TO 
HANDLE “OUR. WORK 
AND HAVE TIME TO 


RUN A COUPLE 
OF OTHER. 
DEPARTMENTS. 
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By Jimmie Hatlo 


AND 80 — ONE DAY HE 
QUIT AND THE dOB 
WAS OPEN 


Industry Depends on 
Its Better Dealers 


From the standpoint of the 
better dealers, those on whom the 
industry must depend for its 
continuity as a big business, the 
nuisance factor of the _ sub- 


marginal dealers is more bother- ° 


some than their sales volume. 
They serve to undermine the price 
structure in whatever locality 
they operate, and sometimes 
make bargainers and hagglers out 
of a high percentage of customers. 


To stop them, appliance dealer 
organizations sometimes put pres- 
sure on distributors. They “shop” 
all dealers in their territory, and 
when they locate a price-cutter, 
they report it to his distributor 
and demand that his franchise be 
revoked. This is a procedure 
which the distributor often finds 
difficult as well as embarrassing. 


Price Maintenance Legislation 
Has Plenty of Drawbacks 


Other dealer groups sponsor 
price maintenance legislation, 
which also has its drawbacks, 
as those who now operate under 
such legislation are now learning 
to their discomfiture. 


To get at the root of the 
trouble, however, it would seem 
that the best bet of the dealer 
associations would be to play ball 
with those distributors who recog- 
nize that indiscriminate franchis- 
ing of dealers is a policy which 
has proved over and over again 
to be a boomerang. 


LETTERS 


‘Saved the Trade 


Thousands of Dollars’ 


Box 1097 
San Antonio, Texas 
Sir: 

I have received the marked copy 
of the May 8 issue of Air CoNDITION- 
ING & REFRIGERATION News, and have 
read with a great deal of interest the 
report on Consolidated Air Condi- 
tioning Corp., and I want to con- 
gratulate you on your courageous 
stand in this case. You can readily 
appreciate that too many of the class 
and trade publications prefer to take 
a middle of the road stand, rendering 
a more or less inanimate service to 
the trade. Your position in this 
respect is to be applauded. There 
can be no question but what you 
have saved the trade thousands of 


dollars, and have rendered a great 
service. 

When I lived in the north and was 
associated with the automotive indus- 
tries, I held one or two executive 
positions. In other words, I have 
sat on both sides of the desk, so I 
can appreciate more fully the good 
work you have done. I only hope 
that the air conditioning industry 
recognizes this service and gives you 
proper credit. 

With best wishes for your con- 
tinued success. 

B. C. REBER 


Farmer Boys Left Out 
On Bare Limb 


Acme Refrigeration Co. 
1206 Mulberry St. 
Des Moines, Iowa 
Editor: 

Being a subscriber to the News, 
naturally I am interested in the suit 
instigated by C.A.C.C. 

You have always printed the facts 
and I think some of the schools 
teaching refrigeration and air condi- 
tioning need a good going over in 
regard to bad business practices as 
many schools have taken the “Farmer 
Boys” for their cash and left them 
out on the bare limb without even 
a meal ticket or the possibilities of 
a job. 

A young man contacted me for 
work last Fall and I put him out on 
service with a man who had six 
years’ experience and we found the 
new man’s eyesight to be so impaired 
he could not find his way into a 
basement even when the lights were 
lit. Naturally I talked with the man 
and explained the necessity of good 
eyes for this kind of work, which 
meant we could not use him further. 
I then wrote the school and believe 
me the letter was not fit for a 
gentleman to read. 

Most of the students applying here 
for work are “Super-Heat Nuts” or 
punch drunk on the subject of the 
term super heat, which evidently 
enters into air conditioning on a vast 
scale. 

Sales of merchandise by corpora- 
tions to the consumer direct, via the 
detour “National users” and gyp 
schools of refrigeration instruction 
surely are not a cog in the wheel of 
progress in normal healthy refrigera- 
tion industry. 

B. F. Woop 


Sid Morvey Should 


Appreciate This 


Fifth St. 
West Sayville 
Long Island, N. Y. 
Editor: 

In reading the News a few weeks 
back I noticed that Sid Harvey of 
Hempstead, L. I. was opening a new 
store in Jamaica, L. I., N. Y. 

What struck me as odd and re- 
minded me of that old saying (you 
can learn more about your home 
town when you are out of it) is the 
fact that Sid Harvey has a store in 
Bayshore, L. I., only 10 miles from 
my home town, and I was starting 
to buy my supplies 50 miles away 
from another concern in New York 
when I read this in your News 
which is printed in Detroit. So, 
with a store 10 miles away I had to 
read about it in your News which 
is about 1,500 miles from here. 

Isaac DOANE 


Battler Against 


Quackery & Deception 


William E. Clement 
317 Baronne St. 
New Orleans, La. 
Publisher: 

As fellow “economists” it has just 
occurred to me that I must ask the 
Benjamin Franklin Research Seciety 
to send you and Mr. Taubeneck copies 
of their “Plan” just off the press. 

As a battler against quackery and 
deception, the AIR CONDITIONING & 
REFRIGERATION NEWS covers plenty of 
ground, and I send hearty con- 
gratulations. 

W. E. CLEMENT 


—— 


Mister, We Didn’t Even 
AskaLeading Question! 


McCrery Music 
342-344 Pine Ave. 
Long Beach, Calif. 
Editor: 

Concerning the enclosed article 
which I cut out of your May 8 issue 
of AiR CONDITIONING & REFRIGERATION 
News, I cannot help but feel that 
this article was deliberately written 
to take a crack at Electrolux. It 
certainly shows poor merchandising 
ability on the part of any big depart- 
ment store that would allow such 
an insignificant reason as depth to 
keep them from selling a_ product 
that shows them a real mark-up and 
a dollar volume, in favor of selling 
a $112 electric refrigerator on which 
they lose money every time. 

We sell 30 carloads of these so- 
called “objectionable depth” Servel 
Electrolux refrigerators every year 
in a small town just on the outskirts 
of the big metropolis of Los Angeles. 
We have more small kitchens here 
than you do in Cleveland, and we 
never hear the objection that the 
Electrolux is too deep. 

The remark that too many of them 
come back after housewives have 
bumped off their jutting-out corners 
for a few days is so ridiculous that 
I am surprised that you would ever 
print it. Although we take hundreds 
of deals with as little as the state 
sales tax as the down payment, our 
repossessions never average 149 of 1%. 

I suppose you probably wonder why 
I became so hostile over a supposed 
condition in Cleveland when I am 
way out in California—this paper 
goes all over the U. S. and I am 4 
firm believer in fair play, and the 
implied lies in this article get in my 
hair. 

C. H. BOocLe 


Tyler Boxes Are 
Identified By R. L. Tyler 


Tyler Fixture Corp. 
1663-65 W. Ogden Ave. 
Chicago, IIl. 


Editor: 
In looking over the excellent 
photographs under’ the caption: 


“Commercial Goes Collegiate,’ i” 
your May 15 issue, I noticed in the 
lower picture an explanatory note 
which says: 
“The full line of Kelvinator 
reach-in boxes are on the floor, 
as well as a completely equipped 
built-up walk-in refrigerator.” 
The one display case shown in the 
background and two of the reach-in 
boxes are products of this company: 
R: L. TY er, 
Middle Western Mgt. 
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Promoted by Tuthill 


eh, 


M. W. Huber has been named 
vice president of Tuthill Pump 
Co. engineering and production. 


Klotsch Heads Engineering 
On Crosley Automobiles 


CINCINNATI—Paul Klotsch has 
been appointed chief engineer of the 
automobile division of Crosley Corp. 
Mr. Klotsch has had wide experience 
in automotive and aviation engineer- 
ing work, and for the past five years 
was connected with Briggs Mfg. Co., 
Detroit, in the experimental engi- 
neering department. 


Colin Manages Cooling Dept. 
Of Ad. Auriema, Inc. 


NEW YORK CITY—George H. 
Colin, for the past three years with 
Carrier International Corp., has suc- 
ceeded G. N. Knowles as manager 
of the air conditioning and refrig- 
eration department of Ad. Auriema, 
Inc., 116 Broad St., manufacturers’ 
export managers. 


Tilley To Assist Baker 
On G-E Radio & Television 


BRIDGEPORT, Conn. — P. A. 
Tilley, formerly manager of distribu- 
tion services for General Electric’s 
appliance and merchandise depart- 
ment, has been named _ assistant 
manager of the company’s radio and 
television department. In the absence 
of Dr. W. R. G. Baker, manager of 
the division, he will have charge of 
all activities. 


Nash-Kelvinator Branch 
Now In Long Island City 


LONG ISLAND CITY, N. Y.— 
Branch office of Nash-Kelvinator 
Corp. has been moved to its new 
location at 27th St. and Pearson 
Place here, from the former head- 
quarters at 122 E. 42nd St. 


New Frick Representative 
Named In South Africa 


JOHANNESBURG, South Africa— 
Refrigeration & General Engineers, 
Pty., Ltd., has succeeded Messrs. 
Fraser & Chalmers (S. A.) Ltd. as 
representative for Frick Co. refrig- 
eration equipment here. M. S. Mac- 
Donald and A. A. Matthews are 
directors of the company. 


Crandall Heads All Sales 
For Indianapolis Utility 


INDIANAPOLIS-—A. C. Crandall, 
for the past three years commercial 
Manager of Indianapolis Power & 
Light Co., has been named vice presi- 
dent in charge of sales, in which post 
he will have full responsibility for all 
divisions of the commercial depart- 
ment, including residential and com- 
mercial electrical appliances. 


Blast Coil Manufacturers 
Organize Institute 


DETROIT—The Blast Coil Manu- — 


facturers’ Institute was organized 
here recently for the purpose of 
creating a standardized method for 
testing and rating blast coils for 
heating and cooling. 

Officers of the new association are, 
R. J. Resch,- McQuay, Inc., Minne- 
apolis, president; R. M. Stikeleather, 
B. F. Sturtevant Co., Boston, vice 
president; and M. F. May, Young 
Radiator Co., Racine, Wis., secre- 
tary-treasurer. 


New Field Men, Distributor 
Named by Easy Washer 


SYRACUSE, N. Y.—J. A. Grady 
and K. H. Dowd have been appointed 
district sales managers for Easy 
Washing Machine Corp., and a new 
distributorship, Tri-State Philco Co., 
Huntington, W. Va., has been named 
to cover the Huntington-Charleston 
area. 

Mr. Grady becomes district man- 
ager in charge of the state of New 
Jersey, with headquarters in Ridge- 
wood, and Mr. Dowd has been placed 
in charge of the northern Michigan 
area. 


New Dealers 


COLUMBUS, OHIO 


COLUMBUS, Ohio—The Jacobs 
Co., established here since 1910, has 
been appointed a full-line General 
Electric appliance dealer. 


KALAMAZOO, MICH. 


KALAMAZOO, Mich.—Armstrong 
Appliance Co. has opened a retail 
store in the Capitol Theater building 
here, with Henry Armstrong as 
proprietor. He will handle all types 
of electrical appliances. 


EAU CLAIRE, WIS. 


EAU CLAIRE, Wis.—Air Condi- 
tioning Engineering Co., headed by 
W. H. Cloud, has been named Delco 
dealer for this city. 


BALTIMORE, MD. 


BALTIMORE — The Milton Buck 
appliance shop opened at 1910 Fleet 
St., is a new addition to the retail 
major appliance field of this city. 
Hotpoint refrigerators and other 
major appliances are being featured. 


N. TONAWANDA, N. Y. 


NORTH TONAWANDA, N. Y.— 
The Laurel Electric Appliance Corp. 
store has been opened at 74 Webster 
St. here with a complete line of 
refrigerators and other electrical 
appliances. S. J. Paul is the pro- 
prietor. 


ASBURY PARK, N. J. 


ASBURY PARK, N. J.—Hine’s 
Appliance Co. here has taken on the 
complete line of Norge appliances. 


MINNEAPOLIS, MINN. 


MINNEAPOLIS — Advance’ Serv- 
ice Electrical Appliance Store, oper- 
ated by the Advance Appliance 
Corp., carrying a complete line of 
electrical appliances, has opened for 
business at 1915 Chicago Ave. 
Grand opening was featured by 
prizes which included two Hotpoint 
refrigerators. 


LOUISVILLE, MISS. 


LOUISVILLE, Miss.—Bud Byars 
Electric Co. is a new dealership here, 
handling General Electric products 
exclusively from headquarters on 
North Church St. 


Months from now it will taste fresh- 
from-the-field...tHANKS TO BRUNNER 


free performance ... Every Brunner has Underwriters’ 


Capturing and holding that fresh-picked flavor and ten- 
derness is one of refrigeration’s new arts. And Brunner 
Condensing Units are helping all along the way to make 
it one of the most successful arts in food handling. 


From the minute they leave their natural habitants, veg- 
etables and fruits enjoy the dependable protection of 
Brunner refrigeration—protection which brings frosted 
foods to the table with all their sun-ripened deliciousness. 
Brunner contributes much to the economy of these foods, 
too. For Brunner engineers have solved the problem of 
constant, dependable, low-cost refrigeration. That's be- 
cause every Brunner Condensing Unit is built “from the 
commercial angle”. In other words, built for hard work— 
with oversize members at vital spots, special bronze bear- 
ings at points of wear, extreme precision fit of all moving 
elements, heavy-duty motor and fool-proof controls. Yes, 
the whole construction is engineered for years of trouble- 


FOR YEARS THE SYMBOL OF QUALITY 


Laboratories Approval and carries the U. L. Seal. Better 


get full details. Brunner Manufacturing 
Co., Utica, N. Y., U. S. A. 


BRUNNER 

MODEL A-58 
Vertical condensing unit 
specially designed for 
self-contained frosted 
food cabinets... 2 cyl- 
inders...air-cooled... 
¥Y, HP. 


Just one model of the Brun- 
ner line comprising air and 
water-cooled condensing 
units for all types of applica- 
tions from % ton to 25 tons 
of refrigeration. 
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Not less than 99.5 Min. Pure = 


REG.U.S.PAT.OFF. 
Barc DU PONT DE NEMOURS & CO. ( 


‘The R. & H. Chemicals Dept 
Wilmington, Delaware © 


4 District Sales Offices: Baltimore, Boston, Charlotte, 


~ Chicago, Cleveland, Kansas City, Newark, 
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Jobbers Boost Sales By Bringing Stock “Out of Hiding’ With Displays 


Visible shelving and glass cases 


improve display facilities in new 


arrangement of Brass & Copper Sales store. 


New Store Set-Up Puts 
Emphasis on Display 


ST. LOUIS—Brass & Copper Sales 
Co., refrigeration and air condition- 
ing supplies jobber here, has _ re- 
cently completed an entire new 
arrangement of their counters and 
storage space for additional stock 
for refrigeration and air conditioning 
supplies. 


* 

The length of counter space has 
been practically trebled, and a great 
many sections of new steel shelving 
were installed. Approximately 1,200 
Square feet of additional warehouse 
space has been acquired in the stock- 
room by moving other equipment 
elsewhere. The aisles between the 
counters are now perfectly lined up. 

Incoming merchandise is checked 
in at the receiving counter at the 
rear and placed on rubber tired 
trucks, which convey the merchandise 
to the stocking location. Trucks of 


the same type are also used in 
accumulating orders for shipment. 


Feature of the new arrangement 
of the counters is the maximum 
amount of display afforded. From 
the picture it will be noted that 
almost all the shelving is visible 
from the front of the store. Note 
also the use of the glass display 
counters at the front, and how these 
are being used to the best advantage 
by not crowding the shelves. 


Other points of interest from a 
display standpoint are the racks of 
tools on the ends of the shelving, 
and a display of gaskets (at the left 
in the background). 


According to H. H. Hubbell, gen- 
eral manager of the firm, the com- 
pany has outgrown an addition built 
in 1937, and the sales and engineer- 
ing offices have recently been moved 
into a building immediately to the 
east of the present building. 


New Parts Jobber Opens 


Store In Sacramento 


SACRAMENTO, Calif.—Associated 
Refrigeration Co. here has opened 
a wholesale’ refrigeration supply 
department at 1717 I St. under the 
new name Associated Refrigeration 
& Equipment Co. 


The firm will carry a complete 
stock of parts and supplies for 
domestic and commercial refrigera- 
tion and air conditioning. Associated 
in the company are Tom Dunn, 
Claude Baker, and _ Bill Aitken. 
An open house was held at the 
new store on May 18. 


ORIGINATED by 
ROTARY SEAL COMPANY 


Rotary Seal has pioneered 
in the manufacture of 
mechanical shaft seals. 
Because of this speciali- 
zation it offers the best in 
shaft sealing. 


SEE YOUR JOBBER 
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ROTARY SEAL COMPANY 
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Parts display and efficient stock arrangement are headlined at Vaeth 
Store sales staff pictured above are, 
left to right: C. P. Vaeth, firm owner, Frank Killian, Tessie Graziano, 


Electric Co., Utica, N. Y. jobber. 


Ed. Slick, 


* 


Helen Urbanik, Dick Ryan, 


* 


and Chet Kubick. 


* 


Utica Jobber’s ‘Trial’ Merchandising Plan 


Tests Effectiveness 


UTICA, N. Y.—A “trial” system 
of display and merchandising of 
refrigeration parts and supplies has 
proved to C. P. Vaeth, of Vaeth 
Electric Co., refrigeration supply 
jobber in this city, that it pays 
sales dividends to take your mer- 
chandise “out of the dark.” 


Certain items in stock were 
prominently displayed in the store 
from time to time and a close check 
kept on the increases in_ sales. 
Result was that Mr. Vaeth is sold 
on the display idea. To capitalize 
further on his “trial’’ system, he 
called in a_ display expert, who 
worked out a plan for display cases 
designed to “dress up” his store and 
to put lead items out where they 
will be highlighted as customers 
come into the store. 


The new display cases will be of 
modernistic design, with chrome- 
trimmed glass sections. The cases 
will be placed close to the ceiling, 
directly above the L-shaped counter. 
This arrangement will have a 
maximum of eye and sales appeal, 
Mr. Vaeth believes, and will also 
save space. Each section of the 
case will display a certain part or 
line of parts, and will be lighted. 


In addition to promoting “sight 
sales’ by increased display facilities, 
Mr. Vaeth has a planned system of 
promotion to build his customer and 
prospect list. One of his most 
successful ways is a meeting room 
for servicemen, on the second floor 
of his building. To build the 
attendance at these meetings, the 
firm offers several door prizes, 
which brings in servicemen from all 
parts of its territory. 


One of the big problems in a 
jobber’s business, according to Mr. 
Vaeth, is to keep an accurate check 
on stock, to determine which lines 
are moving and which are _ slow. 
A check on inventory also is essen- 
tial, so that proper stock orders 
can be made. 

To take in all these factors and 
have the information on one easy-to- 
check sheet, Mr. Vaeth devised a 
sheet which gives him a picture of 


of Parts Display 


what he has on hand, how much was 
ordered during a _ certain period, 
and an indication of how much was 
sold so that he can establish a 
maximum inventory for each part 
carried. 

The sheet lists the stock number 
of the part, a brief description of 
it, the cost of the part, and selling 
price. In a _ separate column is 
entered the number of each part on 
hand, and the number ordered in 
that period. The date of entry is 
shown over this double column. 

Orders and inventory figures are 
written in red. Thus, it is possible 
to “graph” the movement of any 
certain part from these red entries, 
and definitely establish how fast 
that part is moving. For the 
original inventory figure, or ‘maxi- 
mum” figure, on each part, a record 
of the past two years’ sales is 
considered. Balancing this figure 
against the ‘on hand’ column on 
the control sheet, the exact number 
to order is obtained. 

General inventory is entered each 
month; fast-moving items are inven- 
toried every two weeks. The system 
provides an inventory control, com- 
bined with a semi-perpetual inven- 
tory. 

The inventory system is a help 
in deciding which lines will be 
carried, which will be discontinued, 
and which will be expanded. At 
the present time, Mr. Vaeth has a 
general policy of carrying two 
lines in the most popular items. 

Mr. Vaeth has extended his mer- 
chandising ideas to the sale of 
refrigerants. He has discarded the 
practice of recharging drums brought 
in by the serviceman, selling the 
refrigerant in factory filled drums. 
He has “sold” this idea to service- 
men by emphasizing ‘clean gas.” 
A supply of drums, ranging from 
3 to 150-pound sizes, are kept in a 
neat room in the basement. Service- 
men merely bring in the empty 
drums and exchange them for filled 


ones. The method has _ proved 
cheaper and cleaner, Mr. Vaeth 
says, and refrigerant sales have 
increased. 


‘Display’s the Thing’ At Aetna Supply Co. 


Attractive new store of Aetna Supply Co., 
features eye-catching displays of stock and 


a 


vs NAR ed 


New York City jobber, 
adequate counter space. 


“Layout of stock and the store proper was our first consideration,” 


reports Irving J. Fajans, firm member. 
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If | Were a Jobber (No. 2) 
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Adequate Display For Manufacturer's 
Literature Should Help Jobber Sell 


By Zeke 


Since my first piece in the NEWS 
touching on the subject of jobber 
displays a few weeks ago, I received 
a number of helpful letters contain- 
ing many suggestions that I expect 
to take up in an early issue. 


The subject of this piece, however, 
is manufacturer’s literature. 


Only a few days ago a jobber in 
doing his spring housecleaning had 
occasion to throw away something 
more than 500 lbs. of manufacturer’s 
literature which had accumulated 
over a period of six months or so. 


It seems to me that a paper baler 
would soon pay for itself in many 
jobbers’ establishments. 


Perhaps one of the greatest single 
items of waste in all advertising is 
manufacturers’ literature that winds 
up in the bonfire. The fault is one 
that is difficult to pin down. Part 
of the _ difficulty lies with the 
manufacturer who swamps jobbers 
with an excessive amount of printed 
matter, which represents real expense 
to him and which the jobber could 
not use up in a life time. Price 
changes also frequently obsolete a 
lot of literature. 

Some manufacturers go at this job 
of supplying literature as if his line 
were the only line that the jobber 
carries. He may have the _ idea 


Typical literature display rack. 


sometimes that by loading the jobber 
with his literature he may by sheer 
force of weight push other lines into 
the background. 

But, when a dozen or more manu- 
facturers develop the same idea it 
puts the jobber on the spot as to 
what to do with all this printed 
stuff. 

On the other hand it is partly the 
jobber’s fault as it is not unusual 
for a jobber to ask for quantities of 
printed literature which would not 
only be ample in covering his 
territory and all his customers, but 
would be sufficient to blanket several 
adjoining states in all directions. 
It would be a happy balance 
indeed, if the manufacturer could 
Supply the jobber just the amount 
he needs and the jobber could use 
just the amount that the manufac- 
facturer supplies him. 

This is a long-shot theory, but it 
would eliminate tremendous waste if 
it could be worked out. 

One angle that is frequently over- 
looked is that when a bundle of 
manufacturer’s literature arrives, it 
iS just so much manufacturer’s 
literature. 

_ If I were a jobber, however, the 
instant that I rubber-stamped my 
name and address on it, it would 
become my own advertising and I 
would regard and use it as such. 

I would use it as enclosures with 
outgoing mail, enclosures with state- 
ments, put it in outgoing packages, 
and I would have a display rack 
Where the customer could look over 
the literature on exhibition and 
Pick out any pieces that might be 
of interest to him. 

Everyone is acquainted with the 
System used by the transportation 
porter at the hotel who keeps his 
railroad time tables and railroad 


25 Ly ear sy Ped ae 


RoR ee a on re 


Carrithers 


L & N or a Lackawanna time table 


hands it to you. A 
amount of literature can easily be 


maps in ‘a rack. Ask him for a 


and he grabs it off the rack and 
reasonable 


kept in such a rack. 


Now that we are on the subject 
of racks, there are two or three 
things to look out for. First, keep 
the rack filled. A rack half empty 
is an extremely unsightly proposi- 
tion. It looks sloppy. 

When literature becomes yellow or 
soiled or curly-cued around the 
edges it should be tossed away and 
replaced with fresh literature. 


These racks need not be expensive. 
Anybody who can handle a hammer 


and saw can make one or they can 
be purchased ready made in metal. 


The metal ones are more compact. 
Herewith is an_ illustration that 
shows what I mean. It is a stock 
number 28 inches wide 43% inches 
high and has flexible arrangement, 
permitting the display of quite a 
large number of various sized pieces. 
These are made ‘in large quantities 
by the manufacturer, and can be 
purchased singly. 

The type that hangs on the wall 
is priced at about $9.50 and the same 
rack to stand on the floor, including 
legs and holder, is priced at about 
$13.75. This is an inexpensive fixture 
that displays a large variety of 
literature in small space. 

This literature subject is one that 
deserves a great deal of study by 
both the manufacturer and_ the 
jobber. 


New Aijro Catalog 


CHICAGO—Airo Supply Co., re- 
frigeration and air conditioning sup- 
plies jobber here, has issued its 1940 
catalog, containing 96 pages listing 
parts, tools, 
equipment. New Airo_ stoker is 
introduced for the first time. 


supplies, and _ shop . 


EFFECTIVENESS OF NEAT DISPLAY is evident in the newly enlarged 


San Francisco store of “Sandy” 


Pratt’s California Refrigerator Co. 


PAR 


Here is a condensing unit that has been 
engineered as a complete unit—not just a group 
of sub-assemblies bolted together. This thor- 


oughbred engineering is evident even down to 


the most minute detail...a complete unit, 
trim of line and ruggedly simple in design. 


* * A PAR UNIT FOR EVERY JOB * * 
SEE YOUR JOBBER 


BIRMINGHAM—REFRIGERATION SUPPLIES 
DISTRIBUTOR 
MONTGOMERY—TEAGUE HARDWARE CO. 


ARIZONA 


PHOENIX—J. CARL WHITE CO. 


CALIFORNIA 
FRESNO—ARBELL REFRIGERATION SUPPLIES 
LONG BEACH—REFRIGERATION SUPPLIES 

DISTRIBUTORS 
LOS ANGELES—FRANK GILLETT COMPANY 
LOS ANGELES—REFRIGERATION SUPPLIES 

DISTRIBUTORS 
OAKLAND—CALIFORNIA REFRIGERATOR CO. 
SAN FRANCISCO—CALIFORNIA REFRIGERATOR 

COMPANY 


COLORADO 


DENVER—MC COMBS REFRIGERATION SUPPLY CO. 


DISTRICT OF COLUMBIA 
WASHINGTON—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 


FLORIDA 
JACKSONVILLE—BOWEN REFRIGERATION 
SUPPLIES, INC. 
TAMPA—BOWEN REFRIGERATION SUPPLIES, INC. 
WEST PALM BEACH—MOTOR PARTS & EQUIPMENT 
COMPANY, INC. 
GEORGIA 
ATLANTA—BOWEN REFRIGERATION 
SUPPLIES, INC. 
MACON—LOWE ELECTRIC Co. 


Naa \ Catalog of 
\\) “wn , Complete 
) Line Sent 

: oO. on Request 


ILLINOIS 
CHICAGO—H. W. BLYTHE COMPANY 
CHICAGO—AUTOMATIC HEATING & COO!.ING 
SUPPLY COMPANY 
INDIANA 
INDIANAPOLIS—F. H. LANGSENKAMP CO. 
SOUTH BEND—F. H. LANGSENKAMP CO. 
IOWA 
CEDAR RAPIDS—DENNIS REFRIGERATION SUPPLY 
DAVENPORT—REPUBLIC ELECTRIC COMPANY 
DES MOINES—DENNIS REFRIGERATION SUPPLY 
SIOUX CITY—DENNIS REFRIGERATION SUPPLY 
WATERLOO—WINTERBOTTOM SUPPLY CO. 
KANSAS 


WICHITA—HOWARD SUPPLY COMPANY 
KENTUCKY 

LEXINGTON—UNITED SERVICE CO., INC. 

LOUISVILLE—S. W. H. SUPPLY CO., INC. 


MARYLAND 
BALTIMORE—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
MASSACHUSETTS 
BOSTON—MELCHIOR, ARMSTRONG. DESSAU CO. 
SPRINGFIELD—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
MICHIGAN 
FLINT—LIFSEY DISTRIBUTING COMPANY 
GRAND RAPIDS—B. F. HARRIS & SON 
? MINNESOTA 
MINNEAPOLIS—REFRIGERATION & INDUSTRIAL 
SUPPLY CO., INC. ‘ 


KANSAS CITY—FORSLUND PUMP & MACHINERY 
COMPANY 
ST. LOUIS—BPASS & COPPER SALES COMPANY 


LINCOLN—WICKHAM SUPPLY COMPANY 
OMAHA—INTERSTATE MACHINERY & SUPPLY CO. 


-BUILT LIKE A 


Koroughbred / 


Every bolt and nut. . . every streamlined fit- 
ting... the thoughtful design of base and belt 


guard were chosen with but one purpose in 


mind — to build a complete condensing unit 


with the sinews of a thoroughbred... minus 


the flabbiness of excess metal. 


NEW JERSEY 
NEWARK—MELCHIOR, ARMSTRONG, DESSAU CO. 
RIDGEFIELD—MELCHIOR, ARMSTRONG, 

DESSAU COMPANY 

NEW YO 


ALBANY—MELCHIOR, ARMSTRONG, DESSAU 
COMPANY 
BROOKLYN—MELCHIOR, ARMSTRONG, DESSAU 
COMPANY 
BRONX—MELCHIOR, ARMSTRONG, DESSAU CO. 


BUFFALO—MELCHIOR, ARMSTRONG, DESSAU CO. 


ROCHESTER—MELCHIOR, ARMSTRONG, DESSAU 
COMPANY 
NEW YORK CITY—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 

NORTH CAROLIN. 
CHARLOTTE—HENRY V. DICK & COMPANY 
GREENSBORO—HASCO, INC. 
RALEIGH—HENRY V. DICK & CO. 

OHIO 


AKRON—PERCY G. HANSEN 
CINCINNATI—THE MERKEL BROTHERS CO. 
CLEVELAND—DEBES & COMPANY 
COLUMBUS—REFRIGERATION ELECTRIC 
SUPPLY COMPANY 
DAYTON—THE W. H. KIEFABER COMPANY 
HAMILTON—W. H. KIEFABER CO. 
TOLEDO—HEAT & POWER ENGINEERING Co. 
OKLAHOMA 


OKLAHOMA CITY—MIDEKE SUPPLY COMPANY 
TULSA—MACHINE TOOL & SUPPLY CO. 
OREGON 


PORTLAND—REFRIGERATIVE SUPPLY, INC. 
NNSYLVANIA 


HARRISBURG—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
PHILADELPHIA—MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 
PITTSBURGH-——MELCHIOR, ARMSTRONG, 
DESSAU COMPANY 


SOUTH CAROLINA 


COLUMBIA—-HENRY V. DICK & CO. 


TENNESSEE 
CHATTANOOGA—PEGLAR MACHINERY CO. 
KNOXVILLE—HENRY V,. DICK & Co. 
MEMPHIS—UNITED REFRIGERATOR SUPPLY CO. 
NASHVILLE-—-ELECTRA DISTRIBUTING COMPANY 


TEXAS 

CORPUS CHRISTI—HOLSWORTH EQUIPMENT CO. 
DALLAS—THE ELECTROMOTIVE CORPORATION 
FORT WORTH—MC KINLEY REFRIGERATION 

SUPPLY COMPANY, INC, 
HOUSTON—D. C. LINGO COMPANY 
LUBBOCK—R. R. PARTS AND SUPPLIES COMPANY 
WICHITA FALLS—UNITED ELECTRIC SERVICE CO. 


NORFOLK—NOLAND COMPANY, INC. 
RICHMOND—A. R. TILLER, INC. 


WASHINGTON 
SEATTLE—REFRIGERATIVE SUPPLY, INC. 
SPOKANE—REFRIGERATION PARTS SUPPLY CO. 


CHARLESTON—AIR CONDITIONING & REFRIGERA- 
TION SUPPLIES, INC, 


APPLETON—REFRIGERATION SPECIALTY CO. 
MILWAUKEE—REFRIGERATION SPECIALTY CO. 


CANADA 
MONTREAL, QUEBEC—RAILWAY @ ENGINEERING 
SPECIALTIES, LTD. 
TORONTO, ONTARIO—RAILWAY & ENGINEERING 
SPECIALTIES, LTD. 
WINNIPEG, MANITOBA—RAILWAY & ENGINEERING 
SPECIALTIES, LTD. 
VANCOUVER, BRITISH COLUMBIA—FLECK BROS., 
LTD. 


MELCHIOR, ARMSTRONG, DESSAU COMPANY, RIDGEFIELD, N. J. 


> MODERN EQUIPMENT CORPORATION - DEFIANCE, OHIO. 
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Jobbers Must Give Data 
To Factory, Says Kramer 


One function of the refrigeration 
parts and supply jobber (in promot- 
ing the sale of replacement parts) 
that many jobbers have neglected is 
a matter of cooperation with parts 
manufacturers in giving the manu- 
facturers the information needed to 
design and produce the right kind 
of replacement parts, believes Israel 
Kramer of the Kramer Trenton Co. 

There is a problem of determining 
first just what parts are in demand, 
says Mr. Kramer. Then there comes 
the question of how many models 
should be manufactured, what the 
correct dimensions are, and how the 


Manufacturers & Jobbers Offer Ideas on Selling Replacement Parts 


4a» 


part can be designed so that it can 
be easily installed in the field. 


Manufacturers need all the infor- 
mation they can get because the 
cost of these replacement parts 
must necessarily be very low for the 
reason that they are to be used in 
systems on which the owner is 
rightly unwilling to spend consider- 
able sums for overhauling, Mr. 
Kramer points out. 


When the Kramer Trenton Co. 
started to introduce the Kramer all- 
copper evaporator designed to re- 
place the old steel porcelain house- 
hold refrigerator evaporators, exact 
duplications of dimensions were very 
necessary, and have been achieved, 
says Mr. Kramer, but without a 
great deal of assistance from the 
most logical source—the jobber. 


ia 


nee 


FATIQUE 
POINT 


@ In the new Tripl- 
Sealed Line Valve the 
life of the diaphragms 


FATIQUE 
POINT 


is greatly prolonged, thus im- 
measurably adding to the life 
of the valve itself in service. 


In conventional diahpragm oper- 
ation the diaphragm operates 
through and beyond its center 
point, producing what is gener- 
ally known as “oil can” action. 
This continual snapping when 
opening and closing the valve 
fatigues the metal at the edges 
where it is secured to the body, 
and ina comparatively short time 
results in service failure of the 
valve. The diaphragm of the new 
valve has approximately 20% 
increased surface area over 
other types of diaphragms in 
similar sized valves, but most 
important of all IT IS NEVER 
DEFLECTED PAST ITS NORMAL 
CENTER WHEN OPENING OR 
CLOSING THE VALVE. 


A single turn only is all that is 
necessary to open or close. 


Send for illustrated literature. Order 


through your jobber 


— HURON, | iii 


“As the old porcelain steel units 
began to break open, the jobber did 
not know how to help himself,” Mr. 
Kramer relates. “Only the more 
imaginative among the jobbers con- 
tacted us with this problem. Then 
it became a problem of determining 
the sizes and models that were 
needed in the field. 

“It was practically impossible to 
get the jobber’s full and intelligent 
cooperation to help us gather the 
data. Strange as it may seem, it 
was not the jobber, but the individual 
service man that volunteered to send 
us the information plus, in most 
instances, sending us the defective 
original unit to give us something 
with which to start. 

“The moral of this story is that 
the jobber, through a medium such 
as yours, should be stimulated to 
take a more intimate interest in the 
replacement phase of the refrigera- 
tion business and to impart his 
observations to the manufacturer in 
clear, intelligible, and reliable terms.” 

* * * 


‘Time Is Money’ Story of 
Jobber To Servicemen 


Making the average refrigeration 
service man “merchandise minded” 
is a tough job, but it’s one to which 
the Merkel Bros. Co., Cincinnati 
refrigeration parts and supply job- 
ber, is diligently applying itself. 

And H. W. Merkel, secretary of 
the firm and a past president of the 
national jobbers’ association, has 
outlined a strategic plan of attack 
with which to meet this problem. 
Here it is: 

“Sell the service man on the idea 
that it takes far more time to repair 
a defective part or. unit than to 
replace it,’ is Mr. Merkel’s advice, 
“and that the time saved by replac- 
ing such equipment instead of re- 
pairing it can be profitably used in 
digging up and handling new busi- 
ness. 

“*Your time is money,’ we tell 
them, ‘and so you win two ways 
when you sell replacement instead 
of repair—you not only benefit from 
your profit on the merchandise sale 
itself, but you also gain by saving 


time on the job.’” 
* * * 


‘Dressing Up’ Condensers 
Boosts Sales 400% 


Putting replacement parts. into 
snappy dress and making an honest 
try at merchandising them through 
refrigeration wholesalers is the con- 
tribution that the manufacturer can 
make to promote greater sales of 
such items, asserts J. W. Hatch, 
president, The Bush Mfg. Co. Mr. 
Hatch is convinced of this because 
he put the theory to practice and 
realized a four-fold increase in sales. 

“We had offered replacement con- 


densers for several years with no 
great success,” states Mr. Hatch. 
“This year, realizing the ever-grow- 
ing market, we decided to really try 
to do a merchandising job. We 
rounded out our line to start with 
but that was not enough, so we built 
some attractive display racks and 
painted them in bright colors, and 
on these racks about six assorted 
sizes of condensers are shown. 

“Another feature which we added 
was the individual carton for each 
condenser marked with our name 
plate. 

“The above accompanied by some 
rather unique advertising in REFRIG- 
ERATION NEWS has resulted in push- 
ing our replacement condenser sales 


about four times ahead of last year.” 
* * * 


Small Town Men Do 
A Complete Checkup 


Refrigeration service engineers in 
the smaller communities of 10,000 
to 20,000 persons are showing the 
way in selling replacement parts, 
declares A. R. Morin of Macklanburg 
Brass & Copper Products, Inc., 
Oklahoma City parts jobber. 

“We can cite several instances in 
this territory of service men that 
have gone to the smaller towns, 
made themselves a part of the com- 
munity, and are now making good 
livings,” Mr. Morin explains. 

“The majority of these men have 
been merchandisers rather than just 
plain service men. In other words, 
when they receive a call to go out 
and change a belt, they not only 
changed the belt, but checked the 
refrigerators to see if other services 
could not be performed, and in the 
majority of such cases they sell a 
nice bill of goods. 

“We believe that the manufactur- 
ers can assist both the jobbers and 
dealers by bringing out special kits, 
such as the Dayton portable belt 
kit. Such items enable the parts 
to be carried into the home or the 
commercial user’s place of business 
in a neat manner, and help the 
service man put over the idea that 
he has something to sell.” 

* * * 


Servicemen Who Won’t 
Sell Are Losing Ground 


Servicemen did not have such bad 
pickings during the early ’30’s even 
though the country was in a state 
of bitter business depression because 
as a rule the serviceman’s business 
came to him unsolicited, as there 
was an actual necessity for repair 
work on obsolete equipment or on 
units on the market whose manu- 
facturers suddenly went defunct, 
says Herman Goldberg, Chicago 
manufacturers’ agent. 

“The tendency was toward repairs 
rather than toward purchases of 


new equipment. In a good many 
instances a telephone listing: brought 
sufficient refrigeration service work 
to keep a man busy, especially in 
the warm weather. This, however, 
has changed and while a number of 
the old school refrigeration service- 
men are still waiting for business 
to come to them unsolicited or 
through the medium of something 
akin to a telephone directory listing, 
the more successful shop-owners in 
small towns as well as large cities, 
have taken progressive business 
steps to keep up with developments 
and add to their incomes. 

“In doing this they are constantly 
on the lookout for new parts put 
out by the manufacturers which wil! 
help them modernize old _ installa- 
tions, and also take full advantage 
of the services rendered them by the 
ample stocks carried by the refrig- 
eration jobbers. 

“The average shop owner in the 
refrigeration service business would 
hardly use service cars with thread- 
bare tires, overpatched tubes, weak 
spark plugs, etc. especially during 
busy periods when these weak spots 
would be more apt to break down 
under added stress. Yet a surprising 
number of these same _ operators 
lack the foresight to sell their own 
customers a _ preventive service 
against a breakdown. 

“I find that the heads of a number 
of progressive service organizations 
request their men to report on the 
general condition of the jobs they 
service. Through’ these_ reports 
they are able to advise their cus- 
tomers regarding the condition of 
the systems recently serviced, and in 
advising the customer may be able 
to find defective parts which may 
cause the breakdown of a system at 
an inopportune time. Here is 
where the serviceman can play a 
serviceable role to his customer. 
As a rule, a bit of constructive sell- 
ing of this kind will not only net 
a profit on the necessary parts, but 
also satisfies the customer. 


“Although many of these newer 
developments in replacement parts 
are listed in the majority of catalogs, 
a very large percentage of service- 
men who could benefit by being 
acquainted with these new develop- 
ments, do not take the time to study 
the parts or the parts catalog or 
any of the manufacturers’ descrip- 
tive material. As a result they 
sometimes lose out to their com- 
petitor who is alert to the advan- 
tages of improved methods and 
improved products which are con- 
stantly placed on the market. 


“In Chicago, the very large compa- 
nies who operate as many as thirty 
to seventy-five service cars during 
their peak season have a stock con- 
trol system through which each car 
has a nominal amount of parts which 
are instantly available to the service- 
men on their jobs. These parts are 
replaced every morning as_ the 
service car operator prepares for 
his early morning calls.” 
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Eight Series 40 Polartron Advantages 


Separate “On and Off’ Knobs +e Universal Range ve Capillary Pressure Connections 
Fewer Models to Stock ye Minimum Free Service xe “Cooling Control” on Cut Out or Cut In 
No Short Cycling +e Polartron Compressors Convertible into Frost-Free Constant Cold 
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7] . A J L k P hi P 4 | the cheapest and best solution in | readily be seen if you consider that | the oil separator. It will pay for 
; ; the long run. at present you are getting no refrig- | itself in the course of time besides 
c Rep airs re ust ike at c ing ants Another example concerning oil | eration due to the coils being oil | saving future service costs. Of 
separators: The service man is called | logged, obviously as the oil begins | course, we can do the minimum job 
4 e out on an installation with oil-logged | to settle in the coils it is cutting | at as good a price as anybody, but 
—— That s One Story To Tell the Customer In Selling evaporators or other condition due | down their capacity by increasing | it is in your interests that we recom- 
many le to oil leaving the crankcase. He | amounts keeping the compressor | mend that the job be done properly.” 
ought Replacement Parts, Says Ed Kellie knows that the ‘cheap competition | running for longer periods as the One often hears the argument that 
wor k will quote a price on blowing out | amount of oil in the coils increases. | selling replacement parts may do 
ly in Editor’s Note: Much of Ed Kellie’s time is devoted to the coils and adding new oil. If | With an oil separator installed, no | the serviceman out of some service 
rever, : " ‘ the progressive serviceman merely | oil goes over to the coils and so | work. Our answer to this is that 
er of addressing groups of nab cad men in all parts of nad country Sse quotes on blowing the coils, etc., and | they operate at maximum efficiency | your profit on replacements is ring- 
rvice- the problems of their business. On the question of selling installing an oil separator, he may | at all times. ing your cash register while future 
iness ‘ ‘ “ : , 
i 8 replacement parts he has found that there are certain attitudes lose the business. We strongly recommend that you service work may ring someone 
- ; : If, instead, the serviceman states | let us do the job properly and install | else’s. 
— toward this subject that are pretty general, and he tells what that lee enn do the websienien ainaunt 
—e they are, and offers some answers to these problems, and to the of work for so much but that will 
= ie ; : , only be a temporary remedy and not 
‘ities, objections voiced by the service men’s customers. a cure, then he can go on to sell 
ness an oil separator. 
nents By Ed Kellie, Sales Manager, American Injector Co. He may say “After you have 
: id to have the oil removed from a = 
“How can I sell new replacement length of time as the worn condition | P# : e 
pe parts and do a good job of service | of the other parts makes it most ph = FA ng on a back EVE RYTH | iN GS IN RU B B E R e Door Gaskets 
aan work when that gig Maggs -and-so — he new strong ~~ oe Pe mc ys tn passiaaiier ae ahd Mace . 
alla- down the street cuts all the corners | element w cause some oO e eT cnc t rig F re) R TH E RE FRIGE i? ATO *g © t untings 
ld parts for next | other parts to break down. P S Waeee Cee, Ge, SF Cowra, 
itage ~ 4 oe ee “R - ir of th aan 4 t lik there is the danger of all the oil Mill ff h — f 
Pacvag ° We ow oil separators should Rom ay erage Free re wh cet po leaving the compressor and an rs iceman pose gy “the original cater tee 1 Sponge Rubber 
all © on practically all installations but . an i as pote Bs sath, the | “Eanes Seeeneewe sommany. point in both design and quality. Each item is an exact 
° we include them in our bids some wl oods. will yp the old “There is a cure for this condi- | duplicate of that supplied the refrigerator manufacturer, 
| the h d l 5 tion. We can install an oil separator | made from the same dies, of the same age and grease- 
other guy omits them and we lose | material to pull and tear and you ; : ; 4 
rould the business. How can. we compete till h ‘ot t So it with an automatic oil return which resisting rubber compounds. 
read- - th t?”” a a ee traps the oil out as it leaves the And because Miller is the No. 1 supplier of rubber parts 
v we wag is with the control, if we put on | .:pressor and returns it directly to | to the refrigeration industry, it can provide replacements 
— “ fi installation ; P y 
If we figure on a new the new power element, it may be io t that enable you to service 80% of all boxes in use today. 
ring d quote on equipment of the 1 j * whee patio a the crankcase. With this installed All ked f, di deli E 
ae proper capacity, as any legitimate will hn ie ; new po ai yOu ROL Cy prevent of logging but pr alg woo tg Pon pe Miller lebkir oc elie 
oa > dealer should, there is always the anyway and you will have lost the pet Pg Ri wd = cae = MILLER RUBBER COMPANY, INC., AKRON, OHIO 
hewn competition from outfits who will | money you spent on repair. nection cede, ote. with the ’ Poniot ' é 
eo bid on under-capacity equipment and “We can install a new control | tnat your service costs will be kept “En igin eers in Rubbe: er ; 
rvice who figure no overhead in and so | for (say) $15 and can guarantee down. These usually begin to climb e Rubber Covered 
will underbid us and we lose the | it for 12 months (?) Thus, you ‘ ' y beg aan — ; 
; ” : ; as the machine gets older unless this Metal Parts — 
business. know exactly what it will cost; but peonubion te taken 4 
nber These questions and statements | if we repair the old one and you p on set . - si ag 
Hone are typical of the ones met all over | then have to buy a new one in a re in ge ot F. a4 = _ @ Molded Parts’ 
one the country. They indicate a most / short time, your total cost will be | jt. yew a rs Ra Pa 
they serious problem faced by the | (say) $20. Added to this you will | lowing costs, etc., there is a reduc- 
pocoeg progressive service men and refrig- | have the inconvenience of two periods | 40" in operating costs. is can 
— eration organizations everywhere. | without refrigeration instead of one. 
A rd These people have investments in en eam cet emma teak 2 the 
ping equipment, stores, shops, trucks to | 4jq control is repaired it will break 
ies keep up, wages to pay, and other | qown right at your busiest period 
“ a4 items of expense to meet every | when the heaviest load is placed on 
i month, They are operating busi- | \ ur equipment. This will mean loss 
nf nesses and know what their over- | O¢ ice cream, etc., loss of business, 
ed head is. Their chief cause Of | and dissatisfied customers. We would 
mer. complaint is against the individual certainly advise the new control 
Sell- whose only idea of getting business although we can, of course, repair 
so is to cut prices and do it for less. | the other one, but in the long run 
” CONSUMERS DON’T KNOW we know you will be better off with 
the new control and after all our 
astral The consumer usually knows noth- | business depends on your being 
ing ing about refrigeration and is apt | satisfied and we know you will be 
— to think that he is buying a guaran- | better satisfied and save money and  ¢£ IAN DENBERG Wei bib 
rice- teed installation, and believes if he | trouble by putting on the new . Gh |e iri con COMPANY wa 
eing gets a low bid it is because that | control.” ' lw wns SER 
lop- bidder has low overhead or that , an Pre crsan st nocrFor {. MAN 608 BOILERS 
udy those who quote on the correct | STRESSING QUALITY REPAIRS 
Wd equipment are trying to get rich | + will be noted that in the above 
re fast. sales talk the serviceman has made 
- od In traveling all over the country | 4. bag case against having the con- 
oe and discussing these = bse trol repaired at any price, has 
and a and dea pe ht = pointed out the possibility of extra 
—_- picked up some useful thoughts on | expense being incurred by doing 
; ell matter. One thing is certain, so, and made immediate cost of 
servicemen cannot meet pe Sag secondary importance to overall cost. 
onl competition by merely making en He has implied that his organiza- 
irty estimate. tion is prepared to repair the control 
‘ing Each service man must become a | 4 , price equal to any competition, VAN DENBERG SUPPLY CO., Rockford, Ill., is one of 
on- salesman. When a out — ® | put that inasmuch as he values the thousands of jobbers throughout the country who are 
car nage job he must rm : e cus _ customer’s business he has given reaping profits from Texaco Capella Oils, 
on on the kind of service he gives, but | him the best advice on what will be 
ice- he also must cut the ground out 
are from under unfair competition. - Voor Denaens Sy A HIS LETTER isn’t long but it’s important. 
re r For ——e he goes ~~ - ual “iA INCORPORATED It will pay you to read it. 
or n estimate on a repair jo an E JOBBERS OF > , Y. ° a * 
finds that the installation is several ud HEATING & PLUMBING A il ieotacananen Geordeh : oh 0, SS OP grechying prokes by ot 
a years old. The power element on a SUPPLIES ing Texaco Capella Oils, These oils are more 
the cold control has lost its charge = LONG DISTANCE PHONE Ph eastpoen nt widely known and advertised than other refrig- 
and the control is worn. He knows an - eration lubricants. They are also approved by 
— control should be ay ge a 4- same uay 24, 1989 leading electric refrigerator manufacturers! 
ys so, giving a price for it an a ° A . aes : , 
the installation. To meet the unfair o f phages packed in 1-q¢., 1-gal., and 5 gal. 
competition before it gets going, he ao. actory sealed cans, Texaco Capella Oils will 
should sell the customer along the > bring you many a profitable sale. There are other 
following lines: o The Texas Company angles and benefits on which you can capitalize 
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Prevention of Product Discoloration In 
Market & Storage Meat Coolers 


Suggestions For Remedying Such Complaints and 


Providing a Better Year-Around System 


By A. L. Munson, Westerlin & Campbell Co., Detroit 


Probably one of the most annoy- 
ing of the seasonal service calls 
encountered in commercial refrig- 
eration is the complaint of product 
discoloration. 

When a “new hand” sees the black 
meat and gray pork or fats, he’s 
likely to throw up his hands. An 
“old hand’ will try a great many 
remedies, and investigate to find if 
there is: (1) enough slope to the 
drip pans, (2) satisfactory machine 
cycles, (8) coil bucking, (4) thermal 
valve hunting, and so on; but very 
often, he too is finally baffled. This 
has been particularly during this last 
winter season, when black meat was 
a frequent complaint and_ then 
caused by a more or less new 
problem. 

Discolored meat is a very serious 
problem to the butcher. Ordinarily 


when he trims his meats, he uses 
this “trimming” in his hamburger 
and other chopped meats. Usually 
a minimum of trimming is needed 
to obtain “bloom,” that juicy red 
appearance in beef so essential to 
his display. 

However, when discoloration is too 
rapid, this trim becomes greater 
than the demand for chopped meats, 
and when this meat turns black or 
gray, it cannot even be used suc- 
cessfully in chopped meats. 


SOME OF MAIN CAUSES 


Those who service commercial 
refrigeration know that discoloration 
is particularly troublesome in the 
winter. This can be due to a 
number of causes, a few of which 
might be: 

1.) Insufficiently 


long running 
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How To Service 
Soda Fountains 


Two Useful Manuals For Servicemen 


Soda Fountain 
making opportunities to refrigeration service 
In these two manuals, 
installation, and service operations are clearly 
outlined and discussed. 


Manual No. SF-1 covers development of mechanical refrigeration 
applications for ice cream cabinets, soda fountains, and creamer units; 
and service of two-boiler creamer units; 
thermo-syphon systems for one and two-boiler units; three-boiler soda 
fountains; refrigeration of jar enclosures; Liquid Carbonic and Russ 
soda fountain construction, service complaints, and remedies. 


Manual No. SF-2 covers Bastian-Blessing 1936 and 1937-38 hookups, 
service complaints, and 
Brunswick-Balke-Collender 1936-37 and 1938-39 hookups, using Temprite 
flooded-type coolers; accessory equipment—preparation tables, back bar 
base, fountainettes, bob-tail units; calculation principles and tables for 
load requirements and condensing unit sizes; 
carbonator construction and service. 


The regular price of these manuals is $1.00 each, but the coupon 
below tells you how to get them both FREE. 


order for a year’s subscription to Air Conditio & 
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time of refrigeration compressor due 
to low heat gain of coolers or 
refrigerators. 

2.) Sluggish or insufficient air 
circulation in the cooler or refrig- 
erator due either to choked air 
passages; faulty drip pan design, 
location, or slope; short and infre- 
quent machine cycles. 

3.) Cold compressor location. 

4.) Extremely high humidities 
caused by too small a temperature 
differential between evaporator and 
room or cooler temperature; or due 
to insufficient air circulation; or due 
again to short and_ infrequent 
machine cycling. 

5.) Contamination of the air in 
the cooler, which could be due to 
any number of causes, such as: a 
dead rodent, contaminated meat, the 
presence of strong unwrapped cheese 
in a meat cooler—especially one that 
is infrequently opened; gas leaks, 
deterioration of insulating materials, 
or the infiltration of bad air from 
the store itself, such as the fumes 
from an oil or gas heater that is 
improperly vented. Air contamina- 
tion is perhaps the most perplexing. 


HALF-MEASURES USED 


There are other causes, but the 
above list probably contains the 
most common and most annoying 
ones. The first three causes listed 
are more or less “run-of-the-mill” 
complaints; but it is sometimes 
surprising how little thought is put 
into providing real remedies. 

For example, what is being done 
in the field to provide longer and 
more frequent machine operations 
during these winter months? Well, 
I have seen some service men 
provide a %-inch o.d. copper tubing 
by-pass from the compressor dis- 
charge to the compressor suction, so 
that the machine capacity is greatly 
reduced and so that more heat is 
generated at the machine, and finally 
so that the machine will operate 
for longer periods. This method 
often works quite well, but at best 
it is makeshift and requires a 
service adjustment often, in line 
with the weather changes. 


Another method has been to put 
a smaller pulley on the machine, but 
this has the same failings. 


WHAT HAPPENS IN WINTER 


Some service man may cut out 
half of the coil surface during the 
winter months, and others provide 
heat in the cooler in order to give 
the machine something to work on. 
This may take the form of a small 
heater, a small fan, or just leaving 
lights burn continually. 

It is obvious that summer opera- 
tion is entirely different from winter 
operation, and yet most of us design 
our systems for maximum summer 
operation. What happens to this 
system during the winter months? 
It has too much capacity both in 
machine and coils. We have lost 
the “balance” between machine and 
coil for which we_ designed so 
carefully. 


DESIGN FOR ALL-YEAR SYSTEM 


Wouldn’t we have a better year- 
around system, if we designed for 
both conditions? Suppose our load 
requires a 5-hp. machine. Why not 
furnish a 3 hp. and a 2-hp. machine 
instead, because the 3-hp. unit will 
handle the winter load easily. 


By arranging our control system 
substantially as shown in Fig. 1 
we have a system where either the 
3 hp. or the 2-hp. machine can be 
placed on the main control cycle, as 
desired. 

Let us assume that we have placed 
the 3 hp. on the main control cycle. 


Fig. 1—Wiiring For Controls on 2-Machine System 


Low Pressure Contro! No. 1 
Cut In—35. Ibs. 
Cut Out—15 Ibs. 


Time Delay Relay 


Low Pressure Control No. 2 
4 Cut In—25 Ibs. 
Cut Out—15 Ibs. 


-P.C.O, 


(37 


H.P.C.O. 


L+!5 


Toggle Switch To Render 


Toggle Switch 


Low Pressure Control 


Ineffective as for 
Hand Operation or Testing 


4 Pole Double Throw 


VW 


ane Knife Switch To Place 
ave. Either 3-hp. or 2-hp. 
Machine on main cycle 


Source of Power 
a 


e 


Magnetic 
Starter 


"hoe 


Magnetic 
Starter 


Stop 
Push Button 


3-hp. Machine 


2-hp. Machine 


Controls and wiring hookup for a refrigeration system making use of 
a 3-hp. and a 2-hp. compressor, feature of which is a time delay relay 
which permits the 2-hp. unit to “float” in and out of action according to 


load demands. 


The switch permitting either machine to be placed on the 


main cycle is optional and not absolutely necessary to this type of control. 


The 3-hp. machine will operate as 
an independent unit, starting and 
stopping on pressure control (or tem- 
perature control if preferred) as the 
load requires. The 2-hp. machine 
will never start at all unless the 
load becomes too heavy for the larger 
machine to handle. Thus in the 
winter time, the extra machine will 
not run, and our machine will have 
a normal and satisfactory running 
time. 

In further explanation of this 
control system, let us say that the 
3-hp. machine has a cut in point 
of 35 lbs. and a cut out of 15 Ibs. 
(“Freon-12’”), and that the other 
machine (number 2) has a cut in of 
25 lbs. and a cut out of 15 lbs. 
These settings will normally give us 
a defrost cycle. 


HOW TIME-DELAY WORKS 


Now, bearing in mind that the 
2-hp. machine cannot start unless 
actuated by power from the 3-hp. 
machine passing through the time 
delay relay: When the load is light, 
the 3-hp. machine will pull down 
below 25 lbs. before the 2-hp. machine 
receives any electrical energy through 
the time delay relay. Conversely, 
when the load is heavy, the relay 
will yield electrical energy to the 
2-hp. machine before the _ suction 
pressure has been brought below its 
25 lb. cut-in point. The 2-hp. machine 
will therefore operate and continue 
to operate until the cut-out point 
has been reached. Both machines 
will stop. Slowly, the suction pres- 
sure will build up once more to 
35 lbs., and the 3-hp. machine will 
start off on another cycle. Whether 
the machine will run this time or 
not is entirely dependent upon the 
load. 

We have a condition therefore, 
where one machine carries’ the 
brunt of the load, and where the 
second machine floats in and out of 
service as required to handle the 
existing load. 

With a three minute delay relay, 
the cut-in point of the 2-hp. machine 
will be near 25 lbs., however, the 
exact setting will have to be deter- 
mined on the job through trial and 
error, until the desired relationships 
are achieved. 


It will also be necessary to so 
cross-connect these two machines 
that an adequate oil level will 
always be maintained in each crank- 
case, and so that they will be 
equalized in operating pressures, etc. 

In many cases, where a definite 
temperature-differential relationship 
is wanted between evaporator and 
cooler, it may be desirable to pro- 
vide a suction pressure regulating 
valve in the suction line from one 
(or from all) coolers. This insures 
a fairly constant relative humidity 
in the cooler and assists in eliminat- 
ing certain seasonal evaporator 
troubles. 


SUGGESTIONS ON CONTROLS 


And perhaps the most accurate 
control of cooler temperatures can 
be had through using a room ther- 
mostat which actuates a liquid line 
solenoid valve placed in the liquid 
line ahead of the evaporator, or 
group of evaporators in one cooler, 
or fixture. 


Such control for each cooler or 
fixture where close temperature con- 
trol is desired will give the customer 
a year-around refrigeration plant 
that is as nearly perfect as he can 
get, for the money he is willing to 
spend. And you will eliminate most 
of these exasperating seasonal serv- 
ice calls. 


AIR CIRCULATION PROBLEMS 


The second cause of discoloration 
concerns air circulation. When drain 
baffles are properly placed, and 
designed with 2-inch slope per foot 
of width, and kept reasonably clear, 
with adequate warm and cold air 
passages, good gravity air circula- 
tion should be provided as long as 
the machine has a normal running 
time with regular cycles. 

The coils should have adequate 
clearance both to ceiling, and to the 
baffle. At least 9 inches in a normal 
box is required between coil and 
ceiling, and more is desirable if 
space permits. At least 2 inches in 
the clear must be allowed between 
coil and any part of baffle. 

In the warm air space 10 inches or 
more should be allowed. In the cold 


(Concluded on Page 19, Column 1) 
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Methods of Stopping 
Meat Discoloration 


(Concluded from Page 18, Column 5) 
air space 15 inches or more should 
be provided, especially when more 
than one coil bank is used. 

Third cause listed concerns cold 
compressor locations, for which there 
are some fairly reliable cures. A 
box (preferably insulated) can be 
placed over the compressor so that 
it will retain some of the heat it 
generates. A thermostat can be 
placed near the machine’ which 
causes the machine to run regardless 
of cut-in point of the pressure con- 
trol, when temperatures go below 
35 or 40° at the machine location. 

Perhaps the best remedy is a 
“timer” which will cause the machine 
to cycle at least once an hour (or 
oftener according to the setting you 
make). A very cold compressor 
location sometimes keeps the suction 
pressure from reaching the cut-in 
or starting point of the machine 
cycle. 


T.D. FOR HUMIDITY CONTROL 


Extremely high relative humidities 
cause sliminess and mold. With good 
air circulation, and normal machine 
cycles, relative humidities can be 
varied (providing, of course, that 
enough evaporator surface has been 
provided) by controlling the T.D. 
between evaporator and cooler. High 
T.D.’s give a lower humidity and, in 
excess, cause considerable drying 
and shrinking and loss of weight 
in the meats. 

With a back pressure regulating 
valve (suction pressure regulating) 
various T.D. conditions can _ be 
obtained within the limits of coil 
and machine capacities. A 15° T.D. 
is good practice in a meat cooler 
since it will give average humidities 
of between 87% and 90%, which are 
considered best for this duty. 

During these last few winter 
seasons, and particularly this winter 
just passed, more difficulty seems to 
have been encountered because of 
contaminated air in meat coolers. 
This has not been due to refrigerant 
leaks, or any of the usual causes. 


GAS LEAKS INTO COOLER 


For some reason or other, some 
contractors putting in unit gas heat- 
ers of the suspended type have been 
cutting down on the flue size. 
Instead of continuing the 8-inch 
diameter flue which the manufac- 
turer usually provides at the top 
of these blast heaters, they have 
been necking down to a 6-inch flue. 
And they have not been extending 
these flues far enough above the roof. 
Many of the new _ super-markets 
have been installing a number of 
these heaters in the sales space of 
their markets, and even in the 
storage spaces. 

Installed in this manner, they 
expel much of their exhaust fumes 
and gases into the sales space. 
These fumes quickly permeate the 
entire building and eventually work 
their way into the meat coolers in 
Sufficiently large volumes to cause 
the most severe epidemic of black 
beef and gray fats and pork, that 
you ever want to see. Fresh hung 
beef would turn black overnight. 


In one such case we took samples 
of cooler air, outside air, and sales 
room air. We put fresh slices of 
meat in each sample jar. This 
primitive test indicated that the air 
was foul, since only in the outdoor 
air did the meat keep without color- 
ing badly. 


SOLVING THE GAS PROBLEM 


We closed the coolers up and in- 
Stalled ozone machines. We thought 
Our troubles were over because the 
ozone brought out the natural 
bloom” of the meat and retained it 
for days. But still not satisfied, we 
looked for the cause. The ozone 
merely treated a symptom. Although 
receiving a negative report from the 
aS company inspectors, we were 
Stull suspicious of the unit blast 
heaters, 

AS one of our experiments, we had 
the flues increased to 8 inches and 
had more height provided above the 
roof. Trial and error? Sure. But 
't gave us the answer. If you run 
into this trouble, increase the flue 
Sizes, make all the sheet metal 
joints tight, and you’ve got it. We 
have corrected a great many of these 
blast heaters since, and it has 
always eliminated the worst of this 
discoloration business. 


Girl Service Manager Trains Men 
In Good Customer Relations 


By Henry. 


MILWAUKEE—“Get the service 
man to the customer promptly in 
response to a call and don’t make 
promises you can’t keep’”—this is the 
formula for successful refrigeration 
service operations voiced by I. L. 
Matzke, service manager of the 
Pflugradt Co., distributor of General 
Electric air conditioning, heating, 
and commercial refrigeration here. 
Members of the Pflugradt organiza- 
tion claim that Isolda L. Matzke, as 
she is known in private life, operates 
one of the most efficient service 
organizations in the country. 

Soft spoken and courteous to cus- 
tomers over the telephone, Miss 
Matzke firmly directs the activities 
of five service men, and can deal 
with any customer who attempts to 
get too much “free service” under 
the firm’s liberal service policy. 

Much of the time, Allen Pflugradt, 
president of the organization, devotes 
his energies to the affairs of the 
Wisconsin State Banking Commis- 
sion, of which he is a member. When 
he is away Miss Matzke is “the boss” 
of the service department. 


MONDAY NIGHT MEETINGS 


Every Monday night Miss Matzke 
conducts a service meeting—attend- 
ance compulsory. Problems relating 
to the servicing of mechanical equip- 
ment, customer relations, and new 
developments in products sold and 
installed by the company are dis- 
cussed. She reports that the boys 
“take their hair down” at these 
sessions—spending much of their 
time talking over problems. en- 
countered in the field. 

Under Miss Matzke’s strict orders, 
service men working for the com- 
pany must wear clean coveralls 
every day, keep hands and face clean 
at all times, and put down papers 
to protect any part of a building 
which is apt to get dirty or damaged 
while work is in progress. 

For the past six years—since 1934, 
Miss Matzke has been engaged in 
operating a service department. She 
reports she would rather be doing 
that than anything else—‘except 
Selling, as a service manager has to 
do a lot of selling to keep customers 
satisfied.” 

Under the Matzke system the cus- 
tomer is “sold’—right from the 
start. At the end of the product 
warranty period, which is usually 
one year, the customer is offered a 


Service Manager 


ISOLDA L. MATZKE 


Knowlton ; 


flat rate service contract. For heat- 
ing systems these contracts cost the 
customer from $12 to $18 per year, 
depending upon the type of system. 
No flat rate contracts have been 
made available on commercial refrig- 
eration and air conditioning systems 
up to the present time, as Miss 
Matzke asserts she has not had the 
necessary “job experience” to estab- 
lish an equitable price on this work. 
Eighty per cent of the company’s 
heating customers now take advan- 
tage of the flat rate service contracts. 
These are secured through form 
letters and personal follow-up over 
the telephone. A letter which is 
sent to owners of G-E winter air 
conditioning units follows: 


TEXT OF SALES LETTER 


“Dear Mrs. Doe: 

“We are enclosing our invoice 
for service performed on your 
conditioner. It is our thought that 
you may desire a service contract, 
rather than call us when the condi- 
tioner needs servicing. We are 
prepared to offer you a service con- 
tract consisting of four yearly 
check-ups for $12 per year. 

“Each check-up will consist of 
checking and oiling the motor— 
removing and cleaning the filters— 
checking and regulating the flow 
of water to the humidifier pans, 
checking the relative humidity, 
and adjusting it if necessary—and 
on spring inspection, adjusting for 
summer air circulation. 

“We are enclosing a contract 
form for your signature effective 
as of Sept. 15, 1940. The inspec- 
tions will be made at approximately 
the following dates: Oct. 1, Jan. 1, 
April 1, and July 1. (This is 
within a week or two before or 
after the dates mentioned.) 

“In addition to these inspections, 
the contract includes any service 
calls which may be necessary. 

“If you desire this _ service, 
kindly return the contract to us 
at once. 

I. L. Matzke, 
Manager, Service Dept. 
Pflugradt Co.” 

Single calls handled by the organi- 
zation which are not included under 
the regular service contracts are 
charged for at the rate of $2.50 per 
call. Service men are paid from 90 
cents to $1.15 per hour. Each heat- 
ing and winter air conditioning sys- 
tem sold carries a service reserve of 
$25, which covers service calls and 
replacement of parts for the one-year 
warranty period. 

According to Miss Matzke—the 
worst thing a service manager can 
do is to lie to customers—by making 
them think a man is on the way, 
when this is not the case. 

Miss Matzke keeps a complete rec- 
ord of each customer’s service on one 
large card. This contains all es- 
sential information, including name, 
address, phone, date warranty ex- 
pires, a complete record of calls 
listing the complaint, work done, 
time turned in by the service man, 
and cost to the company. These 
cards are filed alphabetically. 

Other departments of the Pflugradt 
Co. are managed by Tony Duszynski, 
general manager; A. G. Pope, com- 
mercial refrigeration manager; and 
F. Brunner, air conditioning. A. C. 
Lineberger, chief engineer, is assisted 
by Ed Tagney. 
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DELCO 


BLOOMINGTON iLL. 
MADE IN US A. 


WHATEVER KIND OF COOLER YOU WANT 
It’s in the PELCO LINE 
Electric and icer models—wet and dry type. Regular and coin 


vending. All sizes. 
Pelco has what you want. 


PORTABLE ELEVATOR MFG. CO., BLOOMINGTON, ILL. 


Write for catalog of complete 1940 line. 


Pleasantatire 


FINEST NAME IN AIR CONDITIONING 


MOST VALUABLE FRANCHISE 
in the WINDOW-TYPE FIELD 


Pleasantaire Corporation, Tower Bldg., Washington, D. C. 
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York Foremen’s Club Selects 
Goodfellow President 


YORK, Pa.—Addison Goodfellow 
was elected president of the Fore- 
men’s Club of York Ice Machinery 
Corp. at a meeting of the organiza- 
tion here May 8. Other officers 
chosen were: Guy F. Bollinger, vice 
president; Keith Thomas, secretary; 
E. L. Houck, assistant secretary; 
W. A. Strayer, treasurer; and an 
executive committee composed of 
Fred Breyer, John W. Albright, and 
Martin L. Clair. 

V. L. Elliott, controller of Atlantic 
Refining Co., was chief speaker at 
a banquet prior to the _ election. 
York officials attending the meeting 
included J. H. Vogel, works man- THE AMERICAN BRASS CO. 
ager; E. A. Kleinschmidt, executive FRENCH SMALL TUBE BRANCH” 
vice president; and H. A. J. Ilgen- General Offices: Waterbury, Conn 
fritz, assistant controller. 


Refrigeration Tubes 


No wonder alert distributors and eigen 
i oor 0 
are rushing to get in on the groun beige 
; lly automatic freezer fo 

ae Nya hacng i nd fruit drinks—made 
teds, ice cream, sherbets, ices a ar 

pages ya small retailers and large aren _ 

Nothing like it anywhere. Wide-open market. Ge 


complete profit facts sana 


REFRIGERATION PRODUCTS DIVISION 


TUTHILL PUMP COMPANY 
939 East 95th Street, Chicago, Illinois 


DISTRIBUTOR S$! A few Choice Territories ee a 
Wire or write immediately for full particulars on the Tu 


: : available. - 
Franchise opportunity. seme eee << nate Bi 
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Installations / . 
REPLACE 


“Sporta 


SPORLAN SOLENOID VALVES 
SPORLAN THERMOSTATIC EXPANSION VALVES 
SPORLAN AUTOMATIC EXPANSION VALVES 
SPORLAN REFRIGERANT DISTRIBUTORS 


SPOEHRER-LANGE CO. 


3725 COMMONWEALTH AVE. ST.LOUIS, MO. 
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Finance Plan, Bonus To Service Men Up 
Youngstown Firm’s Replacement Business 


Editor’s Note: This is the first of a series of articles describing 


the operation 
Youngstown, Ohio. 
has some unusual 


of Bonded Refrigeration Service Associates, 
This firm, operating on a profit-sharing basis, 
ideas on management, service policy, and 


repair shop set-up. Further articles will deal with repair methods 


and special equipment used. 


By Robert M. Price 


YOUNGSTOWN, Ohio—An_ ag- 
gressive selling policy, backed up by 
a finance plan for replacement and 
new equipment sales, has put “sales 
into service’ for Bonded Refrigera- 
tion Service Associates, sales and 
service firm here. Operating on a 
profit-sharing basis, the firm sparks 
its selling activities with contests 
and a bonus arrangement for service 
men. 

Making each member of _ the 
organization a ‘member of the firm” 
with a cash return for individual 
selling effort has introduced a spirit 
of friendly rivalry that has boosted 


income for the firm and its members, 
says E. S. Wright, sales manager 
of the organization. 


VISUAL SALES RECORD 


To keep a visual record of indi- 
vidual sales, a “service sales board” 
has been devised. The board is 
divided into eight sections and shows 
the day-to-day sales record of each 
man. 

First section is “photo demon- 
strations.” Photographs of _ the 
firm’s recently enlarged and im- 
proved shop were made up into a 
book to allow service and installation 


The biggest news 
in commercial 
refrigeration! 


WILLIAMS 


EOMATI 


REFRIGERATION 


OU hear a lot of good things about 

Williams Ice-O-Matic commercial 
refrigeration—its reliability, efficiency 
and freedom from trouble. 

One feature is outstanding — makes 
these compressors the best liked on the 
market. That feature is the Williams 
Ice-O-Matic’s exclusive patented oil rec- 
tifier with a dry crank case which ends 
the hazard of oil slugging. 


That alone is enough to make anyone 
decide on an Ice-O-Matic. And in addi- 
tion these compressors have such other 
outstanding qualities as positive force 
feed lubrication to all bearings, bronze 
main bearings and wrist pin bearings, 
extra large capacity refrigerant receiver 
and oversize condenser surface. They’re 
quality built through and through. Get 
complete facts. 


WILLIAMS OIL-O-MATIC HEATING CORPORATION 


ii 


Manufacturers of Oil-O-Matic— Ice-O-Matic — Air-O-Matic 
BLOOMINGTON, 


ILLINOIS ae 


Virginia’s advanc- 
ed methods and 
modern equipment 
save time for Vir- 
ginia jobbers and 
the service men 
who are their cus- 


tomers. 


cerned. 


*Reg. U.S. 
Pat. Off. 
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ORDERS MEAN A CTION 


In Virginia’s Modern 
Tabulating Department 


When you buy Virginia, you’re sure of fast, 
dependable service. 


Why? One reason is Virginia’s new roomful 
of clerical machinery—operated by a trained, 
competent staff who know that time means 
money—where our customers’ orders are con- 


A POPULAR LINE OF LOW-PRESSURE 
gira 


MELTING COMPANY 


At tidewater, WEST NORFOLK, VIRGINIA 
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men to show customers the equip- 
ment and layout designed to provide 
better service. When a photo demon- 
stration is given, the customer or 
prospect signs a slip entitling him 
to a free thermometer which carries 
the firm’s advertisement. The man 
giving the greatest number of these 
demonstrations receives a prize. 

Next section, “service merchan- 
dise sales,” covers such items as 
thermostatic expansion valves, con- 
trols, motor overload devices, new 
coils, and coolers. 

Third section is “service contract 
sales.” The firm offers a contract 
service plan giving full service 
maintenance on a yearly contract 
basis. When a man converts a cus- 
tomer to the contract basis or sells 
a new service prospect on the plan 
he receives credit on the board. 

“The object of this,” says Mr. 
Wright, is to keep the boys on their 
toes and remind them of the fact 
that a repair is not always the best 
policy from either the customer’s or 
the service company’s standpoint. 

The “new account” section records 
the new calls the men make from 
their own activities. 

“Belt sales’ have been made a 
separate item because the company 
feels that many belts should be 
replaced to save unnecessary break- 
downs and call-backs and calls on 
service men to put out “extra effort” 
on this item. 

“Equipment sales” cover’ such 
jobs as bottle coolers, compressors, 
or any sale involving equipment. 

The company has recently added 
a “parts warranty’ clause to its 
yearly maintenance contract. This 
addition to the regular contract 
gives the customer full protection on 
all equipment. 

Parts warranty sales are made 
only after careful checkup has been 
made on the equipment to be pro- 
tected. Service men receive credit 
on approved sales of this kind. In 
some cases it is necessary to “re- 
install” the equipment before the 
parts warranty plan is_ offered. 
Service men are credited with these 
reinstallation sales. 


SALES CONTACT REPORTS 


Spearhead of this well-organized 
sales plan is the company’s staff of 
sales contact men. This _ service 
sales division is employed in making 
out service contact reports. This 
contact report gives the full picture 
of the prospect’s equipment and is 
valuable in getting service custom- 
ers or in selling replacement parts 
and new equipment. 

A complete survey of every 
grocery store, butcher shop, beer 
garden, restaurant, and other users 
of refrigeration has been made. 
These contact men, working on a 
salary and commission, average 
from 20 to 35 calls a day. They 
are now engaged in making a survey 
on water coolers and air condition- 
ing equipment. 

When the groundwork has_ been 
laid through this extensive contact, 
the prospect is earmarked for sales 
concentration. 

“Money in the service business 
does not come from the labor done, 
but from selling replacement parts 
and new equipment,” Mr. Wright 
says. “The average service man, 
however, needs some kind of a 
finance plan to realize a profit from 
sales.” 

Emphasizing this point, Mr. 
Wright said that he has found serv- 
ice companies sell on the basis of 
cash, giving a “discount” on the 
deal but adding 20% to cover the 
deal, or they agree to sell if the 
customer pays on delivery. 

“These methods are fine,” says 
Mr. Wright, “if the customer pays 
as agreed. But if he refuses to pay 
for some reason, the service company 
is stuck.” 


FINANCE PLAN 


If the prospect for new equipment 
or replacements is not prepared to 
pay at once, Bonded Refrigeration 
offers a finance plan for all sales 
over $50. Paper is carried by the 
company and the customer has a 
year to pay. This plan is used only 
when the prospect’s equipment and 
credit have been checked. 

“We adopted this plan,” says Mr. 
Wright, “to eliminate the ‘patch’ 
from service work because we feel 
that the sale of new equipment will 
make for long-term satisfaction.” 

To protect the company on these 
financed sales, an “appraisal plan” 
is used. The contact men make an 
appraisal of the equipment and 
recommend the work needed to put 
the job in A-1 condition. Next the 
service engineers look over the 
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Office of Bonded Refrigeration Service. 


Service men use dictaphone in 


making detailed service and sales reports. 


Parts and equipment are displayed in the showroom. 


equipment and give specifications. 

Another service that the company 
has that leads to sales and_ service 
contracts is an “engineering layout” 
plan. Under this arrangement, the 
firm agrees to lay out equipment 
specifications for concerns in the 
market for new equipment with the 
understanding that Bonded Refrig- 
eration will do the installation and 
service work. In addition, a charge 
is made for the specifications. 

To take full advantage of the 
contacts made by service men and 
to catch sales. possibilities they 
might miss, the company requires 


that each service man make a full 
report on each call. In the office is 
a dictaphone and service men dictate 
their reports to be typed up for the 
service and sales manager. 

“This system is valuable,’ Mr. 
Wright says, “because we have 
found that our service men go into 
greater detail on every call. We can 
find out just what moves to make 
in sales or service from these com- 
plete reports.” 

Completing the sales setup is a 
showroom where “sight sales” on 
new equipment and _ replacement 
parts can be closed. 


Save Time! 
Save M oney! 


Save Customers 
Good Will! 


pA eee Refrigeration Supplies Distr. 
ATLANTA, Ga...Bowen Refrigeration Supply, Inc. 
BALTIMORE, Md...Parks & Hull Appliance Corp. 
BINGHAMTON, N. Y....W.A. Case & Son Mfg. Co. 


BIRMINGHAM, Ala............. Auto Service Co. 
BOSTON, Mass....... Appliance Engineering Corp. 
fi " SS Serer 0 eal 0. 
CHARLOT Ris cea sad Henry V. Dick & Co. 

HICAGO il. Automatic Htg. & Cooling Supply 
CINCINN ep Radio Supply Co. 
CLEVELAND, O.....Refrigeration Supplies Distr. 
COLUMBIA, S. C.......... Henry V. Dick & Co. 


COLUMBUS, O..... Refrigeration Elec. Supply Co. 
DAL » Tex The Electromotive Corp. 
oo 4 AS Republic Elec. Co. 
° -McCombs Refrigeration Supply 
DES MOINES, la..... Dennis Refrigeration Supply 

Mich a. We may Inc. 
OO Se ares & Co. 


EVANSTON, Ill...Automatic Htg. & Gooling Supply 
FORT A Tex. McKinley Refrigeration Supply 
GREENSBOR Wie 650353 6assenves Hasco, Inc. 
HARTFORD, tan. .Marsden & Wasserman, Inc. 
HOUSTON, i ee Standard Brass & Mfg. Co 
INDIANAPOLIS, Ind..... H. Langsenkamp Co 


PTT Bowen Refrigeration Supply, Inc. 
KANSAS CITY, Mo...Forsiund Pump & Machinery 
KNOXVILLE, Tenn....... Leinart Engineering Co. 
LINCOLN, Nebr. rears Refrigeration Supply 
norte Appliance Service Corp. 

ter gy Service, Inc. 
Dehler, Jr., & Co. 


LoS eet ae ‘al. 
yes A Ste sesvus Geo. 


MAYWOOD, in Aubvnatie Htg. & Cooling Supply 
MEMPHIS, Tenn... United Refrigerator Supply Co. 
a Berner-Pease, Inc. 


Make Repairs and Replacements 


Only With GENUINE 
UNIVERSAL COOLER 


Only the manufacturer of the original equipment 
can render you a complete replacement service 
.. supplying every part no matter how old . 
no matter how new. Only the original... the 
genuine parts 
and precision that assures customer satisfaction. 
Only Universal Cooler makes parts worthy of 

Universal Cooler installations. 


The UNIVERSAL COOLER JOBBER Near You Is 
LISTED HERE - - - Check Now For Future Reference 


) 


UNIVERSAL COOLER CORP. 


DETROIT, MICHIGAN 
In Canada—Universal Cooler Co. of Canada, Ltd., Brantford, Ont. 


PARTS 


are made with the accuracy 


MILWAUKEE, Wisc............ Thermal Co., Inc. 
MINNEAPOLI is, Minn.. Vincent Brass & Copper Co. 
NASHVILLE, MMR ccc ayvenctees Starr Co. 
oo. Ss ea T. W. Binder Co 
A UO OSL? See Enochs Sales Co. 
eg a ere 

icchis SWE Bebe 850 Paramount Elec. Supply Co. 
OAKLAND, Cal........ California Refrigerator Co. 
OKLAHOMA CITY, Okla.................... 

eee WEk Chats 6600-0 Mechlanbers Brass & Copper 
OMAHA, Nebr......... Ruegg Refrigeration Supply 
PHILADELPHIA, Pa...Victor Sales & Supply Co. 
aR gd hog bes ac Joseph Woodwell Company 
PE Fs 6 ccs cavepeseataensen sana 

cseh eed Ballard on & eae Co. of Maine 
ereliee Sere acobs & Gile, Inc. 

ALEIGH, TN i ei cence wees V. Dick & Co. 
RICHMOND. a Refrigeration Supply Co. 
SAGINAW, ie J. Geo. Fischer & Sons 
4°. SS ae Brass & Copper Sales Co. 
a. ON | eae Thermal Co., Inc. 
SACRAMENTO, Cal.......... Hinshaw Supply Co. 
SAN ANTONIO, Tex.....United Refrigeration Co. 
SAN FRANCISCO, Cal.. California Refrigerator Co. 
SAN FRANCISCO, pres Cyclops Iron Works 
SCHENECTADY, N. Y........ Murray Supply Co. 
SCRANTON, Pa........ Central Service Supply Co. 
SEATTLE, Wash....Appliance Parts & Service Co. 
SOUTH BEND, Ind....... F. H. Langsenkamp Co. 
SPOKANE, te ti Refrigeration Parts Supply Co. 
ITU, Ob iis ovaess ccspecccccevss 

see b's bs on-5 Gal Springfield Refrigeration Supply 
SPRINGFIELD, Mo.......... Hoffman Supply Co. 
SYRACUSE, N. Y...... Central Service Supply Co 
TAMPA, Fla...... Bowen Refrigeration Supply Co. 


* are Heat & Power Engineering Co. 
WASHINGTON, C..... Refrigeration Supply Co. 
GSTOWN, .. Refrigeration Supplies Distr. 
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Trends In the Development and Use 
Of Diaphragm Packless Valves 


Information That Can Aid Those Selling and Installing Valves 


Editor’s Note: Mr. Lamar’s article, while intended principally 
as a discussion of diaphragm valve design, can also prove useful 
to the service engineer who may have to “sell” a prospect on 
the use of such valves in new installations or replacements. It also 
contains some helpful information on the use of such valves. 


By Harry H. Lamar, Chief 


The diaphragm packless_ valve, 
although it is old in some applica- 
tions, is new in its present form and 
use. When sulphur dioxide and 
methyl chloride began to be used as 
common refrigerants, the need for 


hermetically sealed valves made 
itself felt for the first’ time. 
Refrigerant leaks caused many 
forced shut-downs of commercial 


installations, and there were other 
difficulties such as frozen expansion 


CHICAGO SEAL 0. 
20 North Wacker Dr., a 


Sells Faster Sate nee 
~ It Cools Faster! 


IDEAL SPEED COOLER 
Ideal Beer Cooler Co. 


2953 Easton Ave., St. Louis, Mo. 


CAMPBELL REFRIGERATOR CO. 
Milwaukee, Wis. 

Dealers Wanted for Midwestern and 
Southern States 


Engineer, Henry Valve Co. 


valves, frozen compressors, and 
high head pressures due to air and 
moisture leaks into vacuum systems. 

Finally, the introduction of 
“Freon-12” as a refrigerant brought 
the problem to a head. This gas 
is not only easier to lose, but it 
also costs more to replace. A 
demand was created for a _ fool- 
proof, positively sealed shut-off valve 
that would completely eliminate the 
need for packing. 

In this type of valve, the sealing 
medium employed is called a 
diaphragm. Since it must perform 


several functions, it is made of 
discs of several materials, each 
adapted to a specific purpose. On 


most valves, phosphur bronze is 
used as the upper lamination, to 
resist abrasion and eliminate fric- 
tion between the rotating stem and 
the diaphragm. Monel metal, stain- 
less steel, or phosphur bronze are 
used in the middle to guard against 
fracture and to give further resist- 
ance to abrasion. The lower lami- 
nation, next to the refrigerant, is 
usually of stainless steel, whose non- 
corrosive properties guard against 
chemical action by the refrigerant. 


A new idea in diaphragm construc- 
tion is the “puncture-proof” feature. 
Stainless steel is again used to 
resist corrosion and phosphur bronze 
to resist wear. Between them are 
two, soft, pliable center laminations. 
This design imitates the construc- 
tion of blowout-proof auto tires. 


flat. Either one may or may not 
be used with replaceable seating 
material. 

The replaceable seat, of course, 
can be repaired on the spot by the 
serviceman, if he happens to have 
space inserts and jf the screw hasn’t 
corroded so that it can’t be taken 
out. The best procedure for the 
serviceman is to make _ seating 
repairs with a complete factory- 
made stem and insert. 


In this respect the refrigeration 
industry should learn a lesson from 
the automobile industry. The gen- 
eral practice in the automobile 
industry is to replace defective parts 
almost completely with new assem- 
blies, giving the serviceman a profit 
on the replacement, plus the regular 
service charge, and in addition a 
satisfied customer. 


KEEP PRESSURE BELOW 


There is a problem in the direc- 
tional limitations of packless valves. 
When a packless valve is installed, 
the dominating pressure’ should 
always be below the seat, not above 
it. Failure to observe this rule 
will often cause the valve to stick 
shut, if the pressure differential 
between the two sides of the seat 
is greater than the strength of the 
valve spring. If no provision is 
made for reversing the pressure, 
this may cause a lot of trouble- 
hunting and lost time. 


It is always possible for a refrig- 
eration valve to be subjected to high 
pressures on either side of the seat. 
Liquid lines are not so subject to 
this condition, but in suction lines 
it may be brought about by any of 
a number of reasons. Shutting off 
an evaporator for repairs or inspec- 
tion or the removal of cooling load 
will bring it about by raising the 
temperature of the liquid refrigerant. 
A leaking compressor check valve 
or a long shut-down period may 
cause a direct reversal of pressures 
on either side of a packless valve. 


BALANCING PRESSURE 


One way to meet this problem is 
to provide a means whereby, to 


THE BUYER’S GUIDE 


outstanding Koch Products in the complete 
line of Koch Commercial Refrigerator Cabinets. 
\ Write for details concerning open territories. 


EN 
REFRIGERATORS 


| KOC NORTH KANSAS CITY, MO. 


thousands of 
the 


Yes, 
them, including 
“hard to get” 
Quick service by mail 
at 12 big 


branches. 
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AC at E INDUST RIES The soft inner layers of the | balance the pressure above and . . 
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-—Over 149,500 


MASTERBUILT Lockers In Use 


ep he Mle | the 
HyDroLoc In Locker 
the popular locker sold only thru 
refrigeration and insulation distribu- 
tors. Write for particulars. 
Master Refrigerated Locker Systems, Inc. 
121 Main St. Sioux City, lowa 


COMMERCIAL 
REFRIGERATORS 


World's most complete line 
of commercial cabinets — 
13 to 84 cu. ft. capacity. 
MiSwes ¢ 


MFG. COMPANY * GALESBURG. ILL. 


Hardy-MAYFLOWER 


commercial compressors 
are a sure guarantee 
of satisfaction 
Hardy Manufacturing Co., Inc. 
126 Davis Ave., Dayton, O. 


j Refrigeration and Air Conditioning 


Pants: TOOLS “SUPPLIES 


Wholesale 


fitted with a non-rotating bearing 
plate, which takes all of the fric- 
tional and torsional wear instead of 
transmitting it to the diaphragm. 


THE VITAL PART 


This accomplishes the purpose of 
increasing the life of the diaphragm. 
The diaphragm and the seat are the 
two most vital operating parts of a 
packless valve. Increasing the life 
of either of these automatically 
lengthens the useful life of the valve. 


Diaphragm design represents a 
delicate balance between flexibility 
and strength. Utmost precaution 
must be taken with regard to 
flexure, material, and forming 
strains and stresses. Each size of 
diaphragm presents its own form- 
ing problems, which must be solved 
to insure long life of each diaphragm 
assembly. 

Diaphragm packless valves are 
being used with other than refrig- 
eration gases at much wider pres- 
sure ranges than are encountered in 


refrigeration. Oxygen and propane, 
for example, are being used in 
applications where pressures run 


from 2,000 pounds at one extreme 
to severe vacuum conditions at the 
other. 

A further refinement of the 
diaphragm packless valve has been 


sealed at the other end by a simple 
ball check. A slight turn of the 
handwheel to open the valve exposes 
the upper part permitting the high 
pressure above the valve to dissipate 
itself to below the seat. 


Among the new features avail- 
able in modern packless valves is 
a design which has the ports in 
line, to eliminate extra bends in 
tubing and to make a neater and 
more workmanlike installation. 


Soft seating material has _ been 
introduced by several manufacturers. 
The chief design problem in this 
connection is that the seat must 
be strong enough not to wear out 
easily—but it must not be so 
unyielding that the diaphragm will 
be crushed or stretched by the form 
necessary for a tight seal. A happy 
medium is a “velvet” seal. 


The service engineer should re- 
member that almost every applica- 
tion has a valve best adapted to it. 
Actually, most valves are designed 
with a special purpose in mind, 
although they may be used for 
some other purposes with perfect 


results. Only the manufacturer has 
all of this information at his 
finger-tips. His engineering depart- 


ment should be consulted in ques- 
tionable cases. 


3 CHICAGO BRANCHES, NORTH, WEST, SOUTH 


@ Tyler dealers and distributors have an even 
bigger sales and profits advantage for 1940. The 
new Tyler line again steps ahead of the field with 
exclusive improvements, massive new beauty, and 
new models that open still wider sales fields. 
Tyler’s perfected Welded-Steel construction and 
Tyler’s standardized, large scale production cre- 
ate unmatchable values. With the Tyler line you'll 
find it easy to step up your volume and profits. 
Your territory may be open. Write or wire—today. 
TYLER FIXTURE CORP., Dept. E, NILES, MICH. 


New York Office: 601 W. 26th St. Boston Office: 683 Beacon St. 
Chicago Office: 1663 W. Ogden Ave. 


ST. LOUIS 1 


added by two manufacturers. The 
positive metal to metal back seat 
between the valve stem and the 
spring cage affords not only an 
auxiliary seal but also makes 
diaphragm replacement easier when 
the valve is under pressure. Other 
manufacturers use packing or syn- 
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4,500 Dealers & Salesmen 


Attend Frigidaire Schools 


ST. LOUIS—More than 4,500 
dealers and dealer salesmen attended 
the first series of Frigidaire training 
schools held recently at the Frigidaire 
headquarters here under direction of 
David Harrington, head of the divi- 
sion. The training schools cover 
southern and western Illinois and the 
state of Missouri. 


CHIEFTAIN replacement compressors and genuine CHIEFTAIN 
parts are stocked by 150 leading jobbers from coast to coast. 


STANDARDIZE ON CHIEFTAIN 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


A MODEL FOR EVERY NEED 


Widest variety of standard stock sizes 
and styles in the industry. 


The one-quality—all porcelain line.— 


Protected by 
Famous Fogel Lifetime Vision. 


Hundreds of successful dealers. 
Some territories still available. 


INQUIRE TODAY 


FOGE 
DIGELER AACYLINDER 


CONDENSING UNiTs 


For Design, Construction and Service the most 
is offered by DICELER. You'll find it worth 


- REFRIGERATOR CO 


I6t’ & Vine Sts.,Ph 


a Yara your while to get all the facts about DICELER 
compressors in both air and water cooled models 
oe from 4% H.P. to 30 H.P. Write for the DICELER 


AIR-COOLED 


catalogue and learn how you can gain greater 
sales and increased profits. 


aici THE CONDENSING UNIT LINE WITH EXCLUSIVE FEATURES 


DEISSLER MACHINE COMPANY Greenville, Pa. 


Export Dept., 100 Varick Street, New York. 
* PIONEER OF FOUR CYLINDER REFRIGERATION 


GENUINE GRUNOW PaArTS 


GET GENUINE PARTS 
AND 
SAVE EXPENSIVE CALL BACKS 


Grunow Authorized Service, Inc. 
4313 Fullerton Ave., Chicago, Ill. 


| ARKIN © 


WALL HUMI-TEMP UNITS 


Share the added profits enjoyed by dealers everywhere. 
Sell the Industry's leading forced convection unit—the 
Wall ete a There’s no better way of winning new 
customers and keeping old and new satisfied. 
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See your jobber or write direct to 


LARKIN COILS, INC. 


519 Pair St.. S.E., ATL. A, GA. 


| 


A complete line to meet 
every requirement 


With nearly 40 years experience as a 
background .. . the Puro line offers 
every dealer umusual profit oppor- 
tunities. 


Write. 


WATER 
Taace EY mann 


ELECTRIC WATER COOLERS 


Puro Filter Corp. of America, 440 Lafayette St., New York. 


No. 881 
AMINCO else Pressure Valve 


A two temperature automatic valve, with built-in check. 
Ideal for controlling the warmer coils in multiple systems. 
Shuts off tight. The two-temperature valve keeps walk-in 
boxes at constant temperature avoiding low pull-down. 
Adjustable between 20 in. vacuum and 40 Ib. pressure. 
Maintain coil pressure within a 2 Ib. differential. 


AMERICAN INJECTOR CO. 


1481-1491 Fourteenth Avenue DETROIT, MICHIGAN 
Pacific Coast—Van D. Clothier, 1015 E. 16th, Los Angeles, Calif. 
Export: Borg-Warner International Corp., 310 S. Michigan Ave., Chicago, Il. 


Door Gaskets—An Often-Neglected Trouble Source 


Miller Outlines Tests To Use In Showing User 
That Cabinet Suffers From ‘Cold Loss’ 


By J. E. Miller, Miller Rubber Co., Inc. 


Serviceman Should Check 
Every Job, Says Jarrow 


Since door gaskets contribute so 
much to the efficiency of a refriger- 
tor, the service man, whose business 
is good refrigeration, will find it 
profitable to check gaskets on every 
job, declares H. W. Jarrow, presi- 
dent of Jarrow Products Corp. 

“While new equipment is properly 
gasketed by manufacturers, the con- 
tinued use of equipment in time 
reduces efficiency of the gasket seal,” 
Mr. Jarrow said. “Consequently, 
the flow of heat into a refrigerated 
space is less restricted.” 

In support of this contention, Mr. 
Jarrow cited a recent test, in which 
proper gasketing produced a 29% 
reduction in power cost. In this test 
the following factors were consid- 
ered: (a) outside temperature; (b) 
inside (cooling room) temperature; 
(c) electric current used. 

In this test room a temperature 
of 38° F. was desired. A 24-hour 
test run with a mean temperature 
of 71.3° F. outside showed that the 
inside temperature could not be 
brought down below 43.4° F. with 
the refrigerating machine running 
continuously. The door was opened 
114 times during the test and the 
windows not at all. 

Doors and windows were then 
properly gasketed and another 24- 
hour test run, with marked results. 
Outside mean temperature was 71.2° 
F. (approximately the same as in 
the previous test); inside tempera- 
ture ranged from 37.1° to 38.2° F. 
during the entire 24 hours; doors 
opened 119 times and windows four 
times during the test. With proper 
gasketing the heat flow into the 
room was considerably reduced and 
the capacity of the condensing unit 
was found to be ample. 


Imperial Brass Introduces 
New Reamer For Tubing 


CHICAGO—A new tool which 
makes it possible to do a rapid and 
efficient reaming job on both the 
inside and the outside edges of 
copper, brass, or aluminum tubing, 
has been announced by Imperial 
Brass Mfg. Co. 

Tubing is introduced from one end 
of tool for inside reaming, and from 
other end for outside reaming. Tool 
cuts in either direction and is self- 
centering. It has three hardened, 
hollow ground tool steel cutters. 
These cutters are protected against 
damage when not in use by outside 
Shell of tool. Body is knurled for 
easy handling. Price of the tool is 
$1.20. 


Bonney Forge Adds Series 
Of Small-Angle Wrenches 


ALLENTOWN, Pa.—To meet the 
service man’s needs for short type 
box wrenches for work in cramped 
quarters and with low overhead 
clearances, Bonney Forge & Tool 
Works offers a new series of 15- 
degree angle wrenches. 

Forged of Bonaloy steel, they have 
double hexagon openings, are fully 
chrome plated, and have polished 
heads. They are made in three sizes 
with the following openings and 
lengths: % and “%.-inch openings, 
4% inches long; %. and %-inch 
openings, 5 inches long; % and %e@- 
inch openings, 5% inches long. 


Latest Fedders Catalog Is 
Packed With Product Data 


BUFFALO—The complete line of 
refrigeration products, from coils to 
wrenches, produced by Fedders Mfg. 
Co. is listed in that company’s 
latest catalog, which has just been 
issued. 

Every sheet of this 50-page cata- 
log is jam-packed with product 
information, product photographs, 
and all manner of charts, diagrams, 
tables, and other data relevant to 
the construction or application of 
the particular products described. 

Included in the product listings 
are such items as condensers, cool- 
ing units, dehydrators, evaporators, 
filters, float and header assemblies, 
ice cube makers, strainers, ther- 
mometers, trays, unit coolers, and 
valves. 
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Logically, the only things service 
men have to sell are— 

1. Service in detecting refrigera- 
tion defects or improper functioning 
parts. 

2. The replacement of parts to 
bring the refrigeration unit to 100% 
operating efficiency. 

In his effort to repair and detect 
defects the service man quite often 
looks no further than the working 
or moving parts—overlooking “triv- 
ial” parts, such as the door gasket, 
which may be the seat of all trouble. 

By allowing the escape of refrig- 
erating effect, or permitting warm 
air to enter the box, the gasket is 
a mischief maker in disguise that is 
costing the owner unnecessary ex- 
pense, and making his refrigeration 
unit work overtime in order to 
maintain a constant temperature. 
Overtime running, in time, results 
in worn out moving parts. 

It is roughly estimated that the 
average life of a refrigerator door 
gasket is three years. During that 
time many things can happen to 
damage or harm the gasket’s sealing 
efficiency. It might become: 

1. Badly cracked. 

2. Become soft and gummy due to 
constant contact with rubber solvents 
such as strong greases or oils, etc. 

3. Or loss of “life” which reduces 
its compressability so that it no 
longer fits snugly against the door 
frame. The latter is the most 
dangerous because the owner is 
seldom aware that anything is wrong 
with the gasket that has lost its 
“life.’ Even the service man quite 
often does not detect such a gasket. 

There are two tests which the 
service man can use to tell whether 
a gasket is doing its sealing job 
correctly. These tests serve not only 
as a guide to the service man, but 
also prove conclusively to the refrig- 
erator owner that the box is suffer- 
ing from “cold loss.” 


THE “DOLLAR BILL” TEST 


With the refrigerator door open, 
lay a dollar bill across the edge, 
then close the door so that about 


one-half the bill is inside the box, 
With the door completely closed, try 
to remove the dollar bill. If the 
dollar can be pulled out easily you 
can be certain that air is passing 
just as easily between the door 
frame and the gasket. 


“FLASH LIGHT” TEST 


This test must be made in a dark 
room. Lay a lighted, fairly strong, 
flash light on the middle shelf of 
the refrigerator box with the beam 
aimed at the door. If, when the 
door is completely closed, you can 
see rays of light projecting at any 
point along the edge of the door, 
you can be sure that the gasket 
does not fit snugly enough. 


Another merchandising idea which 
alert service men have used to in- 
crease gasket sales involves the use 
of a double post card direct mail 
program. By keeping a check on 
refrigerator purchasers in his vicinity 
(names of recent purchasers can be 
obtained from department stores and 
other retailers who do not maintain 
complete service departments) he 
can plan a follow-up campaign after 
the box is old enough to be due for 
a general check-up. His double 
post card mailing piece could read 
somewhat to this effect: 

“Dear Mr. Blank: (always use the 
man’s name because it personalizes 
the message and leads him to feel 
that you are personally interested in 
him as a customer). 

“Your refrigerator is about ..... 
years old now. Do you feel that it 
is costing you more than necessary 
to operate? Perhaps there are cer- 
tain parts which are not functioning 
100% efficiently. If you return the 
other half of this post card to us, 
we will be glad to send our official 
service man to give your box a free 
check over and advise you of any 
defects which may be harming or 
injuring the operation of your refrig- 
erator.” 

Signed (the service man _ should 
sign his name in ink in addition to 
a printed signature of his business 
name and address). 


MASTER | 
SERVICE | 
MANUALS | 
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HOUSEHOLD 


YOU 


REFRIGERATION 
nner A complete course of study 


‘Theory of Retrigeration — Principles of Refrigeration 
Common Retrigerants — Condenmng Unite, 


BUSINESS NEWS PUBLISHING CO 
Pubii AIR CONDITIONING & 
REFRIGERATION NEWS. Detrow, USA 


THESE BOOKS WILL HELP 


REFRIGERATION PROBLEMS! 


on Household Refrigeration 


Just $1.00 per Book! 


Do you sometimes waste valuable time solving knotty 
problems on out-of-date household jobs? 


SOLVE HOUSEHOLD 


Chances are the 


very operation which stumps you is described and illustrated 
in one of the four Master Service Manuals on Household 
Refrigeration. Even orphan and special makes are discussed 
and illustrated in detail. Service men who carry these 
practical low cost books in their tool kits find they pay 
their way. Order your Manuals now—summer’s just ahead. 


MANUAL NO. 3—Detailed data on 


MANUAL NO. 1—The theory and 
methods of servicing several special 


principles of refrigeration explained 
in simple terms. Characteristics of refrigerators including Allison, Electr- 
common refrigerants. Construction and ICE, Holmes, U. S. Hermetic, Majestic 
operation of a household refrigerator. Conventional, Majestic Hermetic, So- 
144 pages. cold, Iroquois, Welsbach. 144 pages. 


MANUAL NO. 4—Service information 
on 12 makes of household electric 
refrigerators including Absopure, 
Apex, Atwater Kent, oe (Sun- 
beam and Sears), Copeland, Dayton 
(Niagara), Fairbanks-Morse, Graybar 
Ilg-Kold, Iceberg, Liberty, Rice, and 
Servel. 128 pages. 


MANUAL NO. 2—Diagrams show how 
to distinguish the difference between 
the fundamental types of systems. 
Detailed instructions regarding the 
proper methods of __installin and 
servicing each type. A comprehensive 
guide for all the popular makes. 
128 pages. 


Price of each book $1.00 per copy. On books shipped outside 
the United States, minimum extra charge is 50 cents per package. 
Up to six $1.00 books may be shipped in one package. 


Order from your jobber or use this coupon today! 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich. Bs bc kevevevessevseniceceses#® 


Please send me the books checked. [] Enclosed is $.......... O Send C.O.D. 
(0 Manual No. 1 ( Manual No. 2 (0 Manual No. 3 O Manual No. 4 
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CLASSIFIED 
ADVERTISING 


refrigeration. Three years experience in 
design, installation, service and_ sales, 
both with small dealer and prominent 
manufacturer. Member ASRE. Age 27, 
married. Desires permanent connection 
with responsible firm. Address Box No. 
1235, Air Conditioning & Refrigeration 
News. 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions, $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


I AM INTERESTED in obtaining em- 
ployment by manufacturer of refrigera- 
tion or air conditioning equipment. 
g years college training, graduate of 
Industrial Training Institute—member 
AS.R.E. 24 yrs. old, single, engaged in 
doing general engineering work at 
present, best of references. Box No. 1233, 
Air Conditioning & Refrigeration News. 


DRAUGHT BEER, beverage dispensing 
and refrigeration engineer and_ sales 
executive. Will accept position with 
progressive manufacturer or large sales 
organization. Have outstanding reputa- 
tion in this field. Complete familiarity 
with sales outlets, distribution policies 
and development engineering. Address 
Box No. 1234, Air Conditioning & Refrig- 
eration News. 


AIR CONDITIONING and refrigeration 
engineer—experienced in process and 
comfort air conditioning and commercial 


To Get Your 
FREE Copy 


See Your 


ALCO Jobber 


\\ ALCO VALVE Co. 
2620 Big Bend Blvd., St. Louis, Mo. 


POSITION WANTED by a commercial 
refrigeration service engineer. I am a 
graduate of the Industrial Training Insti- 
tute, can go anywhere to accept a position 
and am willing to start as a helper and 
at a small salary. For further reference 
write R. G. MARTZ, Ri, Taberg, N. Y. 


POSITIONS AVAILABLE 


COIL MANUFACTURER desires services 
of an _ experienced refrigeration man. 
Must have experience selling jobbers, 
manufacturers, and dealers. Compensation 
—Salary, commission, and expenses. State 
age, references and experience. Write 
Box No. 1229, Air Conditioning & Refrig- 
eration News. 


SALESMAN—National Manufacturer of 
insulation has opening for salesman to 
contact electric refrigeration industry. 
Engineering experience or education pre- 
ferred. Sales ability proved by successful 
experience in producing business from 
large manufacturers is necessary. Age 
between 30 and 40. References required. 
Address Box No. 1231, Air Conditioning 
& Refrigeration News. 


WANTED: An_ experienced Frigidaire 
salesman for the months of June, July 
and August, to assist us in the rush of 
refrigerator prospects, in the greatest 
resort district of the north. This job 
offered by a Frigidaire dealer since 1920. 
Applicant must have proper credentials 
and experience. E. E. PAULLY & CO., 
Cheboygan, Michigan. 


FRANCHISES AVAILABLE 


INVESTIGATE the possibilities for profits 
this season with the new “Magic-Flo” 
Beer Dispensing System. Priced to sell. 
Direct from manufacturer. Inquiries 
from responsible dealers solicited. Write 
for territories available. BEER SYSTEMS 
CORPORATION, 1400 W. 25th Street, 
Cleveland, Ohio, Dept. MF 101. 


ASG ERED wR Pat. ore, 


Valves and Fittings 
Standard of the 
_ Industry — 


Kerotest Manufacturing Co. 
Pittsburgh, Pa. 


H FACTORY 
BIVO. CHICAGO, HL. 


THE AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH 


General Offices Waterbury, Conn 


ie - , AP = 
qL to! 
Silent, vibrationless, de~ 
pendable, long-lasting. — 
Powerful grip prevents 
slippage. A nearby dis- _ 
tributor carries a com>. 
plete stock for appliances _ 
and machines. a) 


THE DAYTON RUBBER 
MFG. CO., DAYTON, OHIG 


re PYS Seri FUCture! | “sens 


SEND FOR PRICES and literature on 
the General 1940 all streamlined refriger- 
ator display case line. Over 40 years 
experience manufacturing good commer- 
cial refrigerators. On a comparative price 
test with other makes of equal specifica- 
tions, prices are lowest in the country. 
GENERAL REFRIGERATOR & STORE 
FIXTURE CO., 5th & Bainbridge Sts., 
Philadelphia, Pa. 


BUSINESS OPPORTUNITIES 


MY CLIENT, a retired refrigerator 
manufacturer, desires to re-enter the 
refrigeration industry. He is interested 
in financing the manufacture of any 
worth while commodity related to refrig- 
eration or air conditioning, particularly 
the manufacture of items covered by 
patents or patents. pending. Write: 
CHARLES PINCUS, Attorney, 9 E. 40th 
Street, New York City. 


EQUIPMENT WANTED 


WE BUY UP Manufacturers, Jobbers, 
Dealers Bankrupt, surplus and discon- 
tinued merchandise and equipment. We 
are interested in motors, compressors, 
controls, valves and parts, send us a list 
of equipment you have. R & R REFRIG- 
ERATION JOBBERS, 508 Morris Ave., 
Bronx, N. Y. (Export Agents.) 


EQUIPMENT FOR SALE 


FOR SALE—3 Beach Russ Vacuum 
Pumps, used with 3-hp. 3 Ph. motors 
and mercury column gauge. Excellent 
condition—each $350.00. One Laboratory 
Vacuum Pump only and mercury column 
gauge, used, $175.00. Box No. 1230, Air 
Conditioning & Refrigeration News. 


COMPLETE air-conditioning system con- 
sisting of 2~—-7% H.P. Westinghouse 
condensing units, 3—Floor cabinets, 6— 
Ceiling units. Complete. Traded in for 
larger system. Will consider any reason- 
able offer. KEIL MOTOR COMPANY, 
llth & Tatnall Sts., Wilmington, Del. 


BRAND NEW General Electric and 
Frigidaire units complete with pressure 
control: %, %4 and % Horse Power. New 
% and % Horse Power Frigidaire com- 
pressors. New %4 and % Horse Power 
General Electric bent over compressors. 
All brand new merchandise packed in 
individual cartons. GENERAL REFRIG- 
ERATORS CORP., 518 East 20th Street, 
New York City. 


REPAIR SERVICE 


CONTROLS RECONDITIONED like new. 
Precision work by experts. “Years of 
Satisfied Customers,”’ our motto. All work 
guaranteed for one year. Try us and be 
convinced of our unexcelled service. 
Special prices in quantity lots. For 
further information write: UNITED RE- 
PAIR Co., INC., 342 W. 70th St., New 
York City. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy’ specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASREB), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Service Letters 


Information on ‘Coldcheck’ 


Paint Testing. Process 


Fry’s 
Exclusive Distributor of Frigidaire 
Commercial Refrigeration 
111 Wealthy St., S.E. 
Grand Rapids, Mich. 
Editor: 

I have a request from a local 
manufacturer for an apparatus to 
test paints and varnish. 

It uses refrigeration and is called 
“Coldcheck” or “Koldcheck.” Will 
you kindly advise who makes this 
machine and where I can purchase 
same. 

E. A. Fry 

Answer: For the testing of paints 
and varnishes, we understand that 
an ordinary ice cream cabinet is 
customarily used. This is set at 
—25° F. 

In regard to the proposition called 
“Coldcheck,” it is our understanding 
that this is not a machine but is a 
process. This “Coldcheck’” process 
apparently consists of painting a 
panel about 4 inches by 12 inches and 
baking it in an oven at 125° F. 
Having reached this temperature, it 
is removed and immediately dipped 
into a 1-gallon can of mixture con- 
sisting of carbon dioxide and naphtha, 
which has a temperature of —60° F. 
It is then returned to the oven and 
reheated and again removed and 
dipped into this —60° F. mixture. 
This may be done a number of times. 

The quick transfer from 125° F. 
to —60° F. is regarded as a very 
rigid test. If the paint sticks, it is 
fine. If it pops off, not so good. 


Washing Machine 
Parts Catalogs 


88 Pleasant St. 
Barre, Vermont 


Editor: 

I wonder if you could tell me where 
I can get catalogs on washing ma- 
chine parts as I would also like to 
add the servicing of washers to my 
refrigeration business. 

BerNArRD J. LESZKO 

Answer: Akron Wringer Roll Co., 
1251 Duber Ave., S.W., Canton, Ohio; 
Servol Co., 3572 Gratiot Ave., Detroit, 
Mich.; Westward Washing Machine 
Co., 2657 Grand River Ave., Detroit, 
Mich., are manufacturers of replace- 
ment parts for washing machines. 


Data In Manual No. 4 
Not In 1936 Manual 


Geo. W. Decker Co. 
Electrical Appliances 
125 Washington St. 
Binghamton, N. Y. 


Sirs: 

I would like to inquire if the 
information contained in your House- 
hold Refrigeration Manual No. 4 is 
also to be found in the 1936 Master 
Service Manual. Please advise. 

Gro. W. DECKER 

Answer: Information contained in 
the Household Refrigeration Manual 
No. 4 was not included in the 1936 
Master Service Manual. 

The information in Manual No. 4 
gives specific data on the following 
makes: Absopure, Apex, Atwater 
Kent, Coldspot (Sunbeam and Sears), 
Copeland, Dayton (Niagara), Fair- 
banks-Morse, Graybar Ilg-Kold, Ice- 
berg, Liberty, Rice, and Servel. 


Address of Frosted 
Foods Sales Corp. 


30 Highland Ave. 
Fort Erie North, Ontario 
Editor: 

Would you be kind enough to 
advise me of the address and execu- 
tive personnel of the Frosted Foods 
Sales Corp.—producers of the Birds- 
eye frozen foods products? 

W. R. ROBERTSON 


Answer: Address Frosted Foods 
Sales Corp., 250 Park Ave., New 
York City. H. F. Lochrie is sales 
manager. 

Drawings and Information 
On Majestic Units 
2882 Valentine Ave. 
New York, N. Y. 
Editor: 
I have just received information 


that your publication had a sort of 
blueprint picture of the Majestic 
refrigerator in one of your issues of 
several years ago. 

I have these refrigerators in my 
house and have had _ considerable 
trouble in keeping them in repair. 

I now have a repair concern who 
guarantee to take care of me prop- 
erly, providing I can get them a 
blueprint of the unit, and from what 
I have learned your publication had 
a good diagram, as well as a good 
description of the Majestic unit, as 
noted above. 

If you can take care of this request, 


I shall appreciate it very much; and 
if there is any charge, kindly let me 
know, and I shall also be glad to 
remit same to you. 


CHARLES E. GERHOLD 


Answer: Service information on 
both the Majestic conventional and 
hermetic types of refrigeration ma- 
chines is in the Master Service Man- 
ual on Household Refrigeration No. 3. 
These instructions include drawings, 
diagrams and pictures of the units, 
the various parts and controls, and 
should give your service man pre- 
cisely the type of service information 
that he needs. This book sells for 
$1.00 per copy. 


Condensing Units for every 
commercial refrigeration 
and air conditioning re- 
quirement ... Also 
packaged air conditioners. 


CURTIS Ber 


REFRIGERATION 1854 


Curtis Refrigerating Machine Co. 


Division of Curtis Manufacturing Co. 
1912 Kienlen Ave., St. Louis, Mo. 


MUZZARELLI’S 


FOR Bottled Beverages 


WITH KELVINATOR 
REFRIGERATION 


DISTRIBUTORS 
YOU CAN NOW SELL OUR 
QUALITY COOLERS 
furnished complete or with all 
equipment LESS the KELVIN- 
ATOR UNIT. 


me 392 DeLuxe 
' DRY TYPE 
Direct Draw Cooler 


and Direct 


NEW and Latest’ DESIGNED 


BEVERAGE COOLERS 
Draw Draught Beer. 


Kool-Kwik 


i Beverage Cooler 
FREE Beverage COOLER 
CATALOG 

Build Your SALES with 
MUZZARELLI COOLERS 
12 New Improved MODELS 
to work with—wWrite for our 
NEW COOLER CATALOG. 


Engineered efficiency assures 
Adequate REFRIGERATION 


-E. B. MUZZARELLI & CO. 
: 3344 Main St. | 
KANSAS CITY, MISSOURI 


Anything that constricts the volume of refrigerant 
handled by a system puts a load on all its members 
that militates against efficiency. 


Such a result could be produced if poor or imperfectly 


machined fittings were used. 


Drilled channels should 


be without obstruction to free flow and the inside area 
of all fittings should be equal to the I. D. of the tubing. 


Users of Commonwealth fittings have always relied 
on their superb machining—They are unexcelled for 
precision and accuracy. 


Another value to volume is the assurance of adequate 
stocks of standard fittings, plus the rapid delivery of 


semi-standard and 
blueprint or sketch. 


The advantages of volume; 


special fittings made to sample 


full unrestricted refrig- 


erant lines; and volume production of fittings are now, 


as always, 


a plus value of Commonwealth production. 
Send for Catalog No. 39 


COMMONWEALTH BRASS CORP. 


Commonwealth at Grand Trunk RR. 


Detroit, Mich. 


THE SIGN OF FAST SELLING 


COMMERCIAL REFRIGERATORS 


QUALITY has made SHERER'S 
name a by-word with commercial deal- 
ers. A complete line of sure-fire lead- 
ers, plus whole-hearted factory co- 
operation, demands investigation as a 


profitmaker for you. 


DISPLAY AND STORAGE EQUIPMENT 
FOR RETAIL FOOD STORES 


SHERER-GILLETT CO. 
MARSHALL. MICHIGAN 


Write for dealer plan...... 


SHERER-GILLETT CO., MARSHALL, MICHIGAN 


«eS @ The new Imperial Flaring 
ma Tool with slip-on yoke, pro- 
vides ease and speed of 
operation never before at- 
tained in a flaring tool. 

The yoke is made so that 
it can be slipped on over the 
bar without twisting or turn- 
ing. The inside edges of the 

oke are slotted so that once 
in position a slight turn holds 
it in place on the bar. Yokes 
No. 195-F Imperial Flaring Tool, flares 4", %%&", %", Ye" 
and 96” ©. D. tubing. Prise GOGR...ccccsccccccvesscses 25 


are made of forged steel. 

An additional advantage of 
this tool is the construction 
of the bottom of the yoke, 
which permits flares to be 
made where there is little 
space between nut and the 
end of tubing. Fin tubing 
sometimes offers this prob- 


You cax SPEEDUP your flaring! 


em. 
Flares soft copper, brass or 
aluminum tubing. 


Also available for all other sizes of tubing. 


THE IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago, Ill, 


VALVES e FITTINGS e TOOLS 
CHARGING LINES e FLOATS 
STRAINERS ee DEHYDRATORS 
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Miss Kelvinator Goes To Washington 
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“Miss Keivinator” (Shirleyan Gibbs), 


returning from her trip to 
Washington, is welcomed by J. Nelson Stuart, director of advertising. 


Shirleyan chats with Michigan’s senior Senator, Arthur H. Vandenberg, 
as he takes her for a ride on the senate’s private subway. 


Send for your 
copy OF 


“FIN COIL 
ENGINEERING” 
EN EE: IES, 


REMPE 
342 N. SACRAMENTO BLVD. 


Kak kkKKKKK 


co. 
CHICAGO, ILL. 


Mills Condensing Units 


By Mills Novelty Company 
4100 Fullerton Ave., Chicago, IIl. 
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BUNDY TUBING 


_ Copper-Brazed Steel, Cop- | 
per Coated Inside and — 
| Get: Sizes: 's" to °" O.D 
BUNDY TUBING CO., DETROIT 


t 
ck 


. 
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Westinghouse Will Add 
To Mansfield Plant 


(Concluded from Page 1, Column 5) 

refrigerators. These parts will be 
porcelain enameled in the vitreous 
plant and carried to the assembly 
lines in the main Mansfield plant 
building by conveyor in the 1,220- 
foot overhead bridge which will be 
completed shortly. 

Another principal building project 
in the new program will be an 
addition of a third and fourth story 
on one of the present buildings of 
the plant. This addition, which will 
be 80 by 80 feet, will increase the 
present wire goods department and 
will produce wire shelves for refrig- 
erators. 

Work on the foundation of the 
new building will start early in June 
and structural work will be started 
in July. The building program will 
be completed early in September, 
and equipment will be installed for 
start of production in November, 
Mr. Osborne said. 


Minneapolis Rebuilding 
Firm Takes More Space 


MINNEAPOLIS — Refrigerator 
Service Corp. has moved to a new 
location, known as the “Refrigera- 
tion Building’ at 1121 S. Seventh 
St., here. The new quarters give 
the company additional space for 
rebuilding and repairing open and 
hermetic compressors. 


Parts Makers To Meet 
Servicemen & Jobber 
Representatives 


(Concluded from Page 1, Column 3) 
Guy E. Reed, vice president of the 


Harris Trust & Savings Bank, Chi- - 


cago, who will deliver an address 
entitled ‘“Wanted—Goodwill.” 
Afternoon session of the first day 
will be set in motion with an address 
on “Credit Education for Salesmen” 
to be presented by W. J. Claussen, 
vice president of Hibbard, Spencer, 
Bartlett Co. of Chicago. Ivan Cor- 
coran, manager of the refrigeration 
division of Square D Co., Detroit, 
will be next up with a talk on 
“Standards! Who Said That?” 
Credit managers are slated to 
meet at 4 p.m., and a joint meeting 
of the relations committees of Rema 
and the Refrigeration Service Engi- 
neers Society is scheduled for 4:30 


p.m. 

Concluding the day’s activities 
will be a formal banquet at 7 o’clock 
to which all those attending the 
meeting are invited. 

A business session will start off 
the second day’s activities at 9:30 
a.m. At the membership luncheon 
at noon, Oscar Iber of O. Iber & Co., 
president of the Chicago Mill Supply 
Association, will discuss “The Job- 
ber’s Economic Niche in Distribu- 
tion.” 

Early portion of the afternoon will 
be devoted to committee reports and 
the election of directors, and at 
3 p.m. the drawing for priority in 
selection and allocation of exhibit 
spaces for the 1941 All-Industry 
Exhibition will take place. 


Minnesota Sales Show 
4-Month Gain of 15% 
Over 1939 Figures 


(Concluded from Page 1, Column 1) 

2,466 in 1939, and 2,291 in 1938; 
representing an increase of 12.7% 
over last year, and of 21.6% over 
two years ago. 


Water heaters: 1,382 in 1940, as 
against 1,443 in 1939, and 1,329 in 
1938; representing a decrease of 
4.2% from last year, and an increase 
of 3.9% over two years ago. 


Washers: 6,117 in 1940, as against 
5,646 in 1939, and 5,541 in 1938; 
representing an increase of 8.3% 
over last year, and of 10.4% over 
two years ago. 


Vacuum cleaners: 3,746 in 1940, 
as against 2,906 in 1939, and 5,402 in 
1938; representing an increase of 
28% over last year, and a decrease 
of 44% over two years ago. 


Although 50,000 Minnesota farms 
have been added in the past two 
years to those using electricity, it 
is reasoned that this has not been a 
large factor in increased sales. The 
reason expressed is that dealers 
have not been prepared to go after 
rural business. 


While no figures are available on 
commercial and industrial sales of 
refrigeration and air conditioning 
in Minnesota during the first four 
months of 1940, most dealers have 
reported increases. One large dis- 
tributor-dealer, working on a $500,- 
000 quota for 1940, declared sales 
to be 15% ahead of the quota for 
the first four months. 


Crosley Will Show New 
Radio Line This Week 


(Concluded from Page 1, Column 5) 
Lewis M. Crosley, executive vice 
president of the company. 

The distributors will meet many 
other new executives on the Crosley 
staff, including William E. Wallace, 
new radio products manager, and 
L. Martin Krautter, new advertising 
and sales promotion manager. 

Pre-convention announcements say 
that distributors will be introduced 
to startling product and price inno- 
vations, a national advertising pro- 
gram consisting of several cam- 
paigns and some new selling helps, 
Summer merchandising and adver- 
tising plans on Crosley refrigerators, 
ranges, and laundry equipment will 
also be presented. 

Announcement will also be made 
concerning the marketing plans for 
the Crosley automobile, which made 
its first appearance a year ago. 


Specify PENN 


AUTOMATIC CONTROLS AND SWITCHES 
FOR RECOGNIZED RELIABILITY. 


Write for Catalog Er 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


Provide Extra Profits 
Sure Repeat Orders 
Sold Only 
Through Dealers 
ALL-STEEL-EQUIP COMPANY, INC, 


105 Kensington Avenue e Aurora, Illinois 


{fp} Dependability Brings Satisfaction 


Service Men everywhere confirm the DEPENDABILITY built 


into all A-P Valves... 


And when YOU stake your reputation, your business suc- 
cess and Profits on satisfactory air conditioning control .. . 
play safe,— put an A-P Valve on the job. You'll be more 
certain of an efficient installation and satisfied customers. 


@ Progressive Servicemen use and recommend —and Aggres- 
sive Jobbers stock and talk — A-P Products. 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 


100 Varick Street, New York City 


2450 NORTH 
MILWAUKEE 
Export Department 


STREET 


WISCONSIN 


{i} Model 70-N Solenoid 


Refrigerant Valve ..- 


Freon capacity —19 to 53 tons— 
Well known for its positive opera- 
tion, low power consumption, sim- 
ple, leakproof. moisture proof con- 
struction. 
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